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Whole World in Same Leather Boat 


Soviet Russia Buying Heavy Leather, 
nm Prices sie 


ERCHANTS are facing the 
M. problem of explaining the 

higher cost of shoes to the 
public. We sense a demand for ma- 
terial that can be put into a daily 
newspaper. 

This week we have had numerous 
telegrams and letters from mer- 
chants and associations all over the 
country asking for such information. 
From the Southeastern Association 
we received a telegram saying, “We 
are desirous of presenting publicity 
showing true facts and figures. re- 
garding the rise in prices of leather 
and conditions in the leather market 
which will affect the cost of prices 
on shoes to the retail public, which 
we wish to present to local news- 
papers here to help 


From All All 
English Wet Dry Clas- Tan 


1927 Hides Salt Hides ses Mat 
Jan. ... 107 107 113 109 118 

Feb. ... 114 106 114 111 117 

March . 111 101 114 109 116 

April .. 107 101 113 107 120 

May... 106 103 114 108 118 

June .. 109 112 118 113 118 

July ... 107 120 124 117 119 

Aug. 112 128 134 125 120 

Sept. .. 117 129 132 126 124 

Ct “w0s 122 133 137 131 124 

Nov. .. 132 146 148 142 126 

Dec. ... 136 152 164 151 135 

1928 

Jan ... 183 164 181 170 141 

(Average of monthly values for 1925 

taken as 100 in each case) 


RECORDER examine them, week by 
week, from last June to date. There 
is a wealth of facts on the leather 
and shoe price situation that can be 


used in the education of the public. 

The leather shortage is a world- 
wide problem, An English business 
paper reports “The Russian Soviet 
Government is buying grades of 
leathers most suitable for military 
purposes. The price of hides is now 
70 per cent more than it was about 
six months ago, and leather is 40 
per cent dearer—an increase of gen- 
erally 7d. and in some cases 10d. a 
ib. 

“The Soviet Trade Department is 
continuing to purchase, on a scale 
unprecedented for Russia, the best 
and the thickest leathers. The in- 
evitable rise in prices has not di- 
minished the department’s eagerness 
to acquire the largest possible 
stocks.” 

It further states: 
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public to higher “The United 
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— Associated Press, Jan. 2, 1928. 








that merchants 





all factories have already advanced prices. 


IMPERIAL 
SHOE STORE 
Canal & Bourbon Streets in 


duce, and _ points 
out that the world 
supply of hides has 
grown steadily less 
recent years. 
sending up the 
prices of English 








who have files of 
the BooT AND SHOE 


Cohn & Wachenheim of New 


Orleans have sent to every customer the above card 


hides by 40 per 
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Yes ! 
Says T. K. Kelley 
| of the T. K. Kelley 
Sales System, Min- 
neapolis, Minn. 


Chain store has no 
more economical method 
of distribution than in- 
dependent retailer. 

No advantage in adver- 
tising, display or sales- 


manship. 

Often give inferior 
merchandise. 

Remote control and 


ownership disadvantage- 
ous to community. 
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Pro and Con of This Interesting Subje Jobat 
of Retail Clothiers and Furnisher@ssoc: 


It showed an average cost of 291 
per cent, divided as follows: 


Per 

Cent 
AVOTERE THTEM 6605 oc ceccccss 8 
Piveree NEW ..nicc ccs esses 15 


Average loss and depreciation. 1 
Average light maintenance... 2% 
Average overhead ........... 3 
Assuming that this table of costs 
is reasonably accurate, it can readily 
be seen that here again there is 
nothing remarkably low about these 
expenses. Many an_ independent 
store is operating on as low or on 
even a substantially lower cost basis. 
The next item we come to that is 














ET us examine the much adver- 

] tised superiority of the chain 

store as a low cost method of 
distributing merchandise. A study 
of facts and figures does not reveal 
any remarkable records for low cost 
distribution on the part of the chain 
stores. 

The figures I am submitting are 
taken from a volume on the chain 
store, their organization, and their 
methods, which was written by 
Messrs. Walter S. Hayward and Per- 
cival White. 

One table presented in this work 
places the overhead and operating 
expenses of the average chain drug 
company as ranging from 22 per 
cent to 30 per cent; the tobacco 
chains from 8 per cent to 20 per 
cent; dry goods chains from 10 per 
cent to 25 per cent; groceries from 
4 per cent to 15 per cent; variety 
stores from 18 per cent to 25 per 
cent; and shoes from 18 per cent to 
25 per cent. 

Now these figures show no excep- 
tionally low operating costs, except 
possibly the lower range costs for 
the tobacco, grocery and dry goods 
chains. Furthermore, there is a 
most significant fact to be consid- 
ered in this table, and that is the 
wide range of costs as shown among 
different chain stores in the same 
general line of ‘business. 

The New York World through its 
merchandising department presented 
an extensive study recently of the 
chain store overhead in the dry 
goods, drug, variety and shoe lines. 


constantly exploited in favor of the 
chain store method of distribution is 
the so-called economy and advantage 
of mass buying. Now, for one chain 
system that buys the entire output 
of a factory there are dozens of 
chain systems that do nothing of 
the kind. They simply buy dis- 
tressed merchandise because they 
have financed themselves to be in a 
position to take advantage of dis- 
tress among the manufacturers in 
any given line and to take up their 
surplus production at a loss to the 
manufacturer. 

Now, there is absolutely no sound 
system of economics that can recog- 
nize as a definite and lasting advan- 
tage any system of distribution 
which merely has placed itself in a 
position to take advantage of the 
distress of some other producing or 
distributing unit. 

The point I am making is this: 


UST how much of the highly 

touted success of the chain store is 
due to the abnormalities of business 
today and to the dislocation the war 
has caused in the relationship be- 
tween production and consumption, 
and just how much is due to the in- 
herent advantages in chain organ- 
ization, it is impossible to say. I 
suspect that much less of this suc- 
cess is due to the brilliance of the 
chain operators and to the natural 
strength of the chain organization 
than is generally thought. 

Insofar as the mechanics of mer- 
chandising are concerned, such as 
advertising, window display, retail 
salesmanship, store arrangement 


and merchandise display, there is 
absolutely no inherent advantage in 
the chain store system as against 
the independent retail store. 

Whatever the chain store can «do 
in this direction the retail store also 
can do. Insofar as advertising is 
concerned, it can, by reason of its 
complete freedom from absentee 
ownership and absentee executive 
authority, do even better because it 
has a far greater latitude for indi- 
vidual initiative. 


OST chain stores offer wonder- 

ful baits in staples, such is 
overalls, work shirts and smaller ar- 
ticles, but they more than make this 
up by marking other goods, espe- 
cially women’s wear, to show an un- 
usually high percentage of profit. 

[At this point Mr. Kelley displayed 
samples, illustrating specifically how 
chain store merchandise in clothing, 
furnishings, etc., had been skimped 
or made of inferior materials 
for chain store consumption—THE 
EDITOR. | 

Some five and ten cent stores with 
which I am familiar purchase vari- 
ous articles at $2 to $4.50 a dozen, 
which are bought for leaders, sell- 
ing them for five or ten cents apiece. 
They are displayed, but the clerks 
are instructed to sell other goods 
that show a profit. 

Never in the history of merchan- 
dising has such scalping been prac- 
tised on the honest working man 
who is striving diligently to keep 
his home together and rear his chil- 
dren to be a credit to society. Is 
not his family entitled to the same 
luxuries, comforts and pleasures as 
the executives of the chain store or- 
ganizations who wax fat on the 
patronage accorded their stores by 
the public? 

You will always find the retail 
merchants of each and every district 
contributing toward the welfare of 
their community. As an example of 
this I quote a news item that ap- 
peared in the Newport Express avid 
Standard of Newport, Vt., apropos 
of the disastrous flood in that region 
a few months ago: “During the con- 
ditions brought about by the flood 
the independent home town me! 
chant was able to render service to 


[CONTINUED ON PAGE 55! 
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ie Interest of Public ? 
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ebated Publicly, February. 9, at Convention 


ssociation at Chicago 


UST how much the public would 

save a year if the chain store 

system were adopted wherever it 
could be advantageously employed, 
it is difggult to say, but I think you 
will get a fair idea of the possi- 
bilities in that direction if you con- 
sider what has happened in the 
grocery field. 

Last year, in spending two and a 
half billion dollars in chain grocery 
stores, the public saved $300,- 
000,000! 

How that great saving was made 
possible is explained partly by the 
fact that the chains buy to better 
advantage than the independents, 
partly by the fact that their oper- 
ating costs are lower even though 
the chains perform both a jobbing 
and a retailing function, and partly 
by the fact that the rapidity with 
which they turn their stocks enables 
them to obtain a satisfactory net 
profit on a minimum mark-up. 

Just how much of a buying advan- 
tage the chains have over the aver- 
age independent grocer may be 
gathered from the fact that, accord- 
ing to the Harvard Bureau of Busi- 
ness Research, the gross margin of 
the wholesale grocer, from whom the 
retailer must obtain his goods, 
amounts to 11.3 per cent of his sales. 
In other words, the chain store, 
which buys on the same terms as a 
jobber, pays only 88.7 cents for mer- 
chandise which costs the independent 
grocer $1. The independent pays 13 
per cent more for merchandise than 
the chain. 


HEN we come to examine the 

chain’s operating costs as com- 
pared with the independent’s, we find 
that although the independent has 
only to concern himself with retail- 
ing, whereas the chain is both whole- 
saler and retailer, the chain’s operat- 
ing margin is actually less than the 
independent’s! The Harvard Bureau 
tells us that the typical independent 
grocer’s operating expenses amount 
to 17.3 per cent of his sales, whereas, 
according to Dr. Nystrom in an in- 
vestigation he made for the United 
States Chamber of Commerce, the 
chain’s operating expenses average 
only 15 per cent. And the chain’s 
15 per cent covers the cost of oper- 


ating not only the unit stores but 
the headquarters and warehouse as 
well! 

How do the chains do it? 

Well, in the first place, the average 
grocery chain unit does twice the 
volume of the average independent 
store. When you double a store’s 
volume, the ratio of operating ex- 
penses to sales takes a drop. 


N the second place, while the chain 

performs the jobber’s function, 
it escapes a considerable part of the 
jobber’s costs. For one thing, it 
doesn’t have to sell its merchandise 
to its unit stores. All it has to do 
is to ship the stuff the stores need. 
Thus it escapes the heaviest item on 
the jobber’s operating sheet, an item 
which the Harvard Bureau shows 
represents about 25 per cent of the 
jobber’s entire operating costs. 

In the third place, there is a big 
discrepancy in the salary item. 
Chain store executives command 
high salaries, but the salary and 
wage item on the chain’s operating 
sheet is invariably less than 10 per 
cent of sales, whereas, according to 
the Harvard figures, the jobber’s 
and retailer’s combined salary and 
wage items amount to 16.4 per cent 
of their sales. 

Operating on a _ cash-and-carry 
basis is not an essential feature of 
the chain store system, although it 
was the chains who introduced it 
and developed it on a large scale. 

The fact is that the single stores 
of the country, in which the public 
spent last year more than twenty- 
five billion dollars, are for the most 
part operated by incompetent, ineffi- 
cient proprietors—by merchants 
who know little or nothing of the 
science of retailing, whose capital is 
inadequate to enable them to operate 
either economically or safely, whose 
overhead is too high and whose 
stock-turn is too slow, and who 
charge the public too much while 
they continue in business and whose 
losses the public has to absorb when 
they fail. 

Let us take up some of the alleged 
shortcomings of the chain store 
method of distribution. 

Here’s the full indictment—in 
eight counts: 
















No -. 
Says Godfrey M. 
Lebhar, Editor, 
Chain Store Age, 
New York, N. Y. 


Chain store more eco- 
nomical because of mass 
buying, selling and pro- 
duction. 

Employ high priced, 
highly skilled merchan- 
dising experts. 

Develop more _ trade 
for entire community. 

Buy and sell for cash, 
effecting savings. 


























Count 1. The chains take money 
out of a community. 

Count 2. Chains do not employ lo- 
cal help. 

Count 3. Chains pay exceptionally 
low wages. 

Count 4. Chains take no interest 
in local activities. 

Count 5. Chains pay 
than local merchants. 

Count 6. Chains are of little value 
to local bankers. 

Count 7. Chains tend to make us 
a nation of clerks and limit the op- 
portunity of American manhood. 

Count 8. The growth of the chain 
store system tends to centralize the 
business of the county in few hands. 


less taxes 


EFORE taking up these counts 

individually, let me point out 
that this anti-chain store indictment 
is based on one radically erroneous 
assumption which tends to rob it of 
most of its force. It is based on the 
assumption that all chains operate 
beyond the limits of their own com- 
munities, whereas in fact the great 
majority of the chains are purely lo- 
cal in their scope. 

It is charged in Count 1 that 
chains take money out of the com- 
munities in which they operate. 

Well, the fallacy in that argument 
lies in the assumption that when 
the consumer spends a dollar in the 
Woolworth store in Peoria, let us 
say, the dollar is immediately trans- 
ferred to New York, but when the 
consumer spends a dollar in an in- 
[CONTINUED ON PAGE 55] 













































OOT arches form one of the most perfect instruments 

of the bodily structure. They are not only beauti- 
ful to the eye but useful in the extreme. They support 
the body weight on a solid foundation and yet are most 
These arches function in a hundred 
This is made possible through the re- 
markable system of muscles that are attached, by means 
of nonstretching tendons and ligaments, to the respec- 
tive bones. The whole system provides firmness—“a firm 
foundation”—and a degree of flexibility. 


flexible in action. 
different ways. 
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Style with Comfort Concealed 


Great Perfection of Shoe Proportions Has Made «a 


New Era in Comfort and a New Possibility 
of Fashion 


NCE in every blue moon or so, some “footologist” or another deplores 
O the fact in the columns of the daily press that one-half of the nation’s 

population is severely suffering from foot troubles. A recent statement 
from an “old-timer” is to the effect that “If all folks with ailing fget were 
isolated, there would not be people enough outside of the hospitals to do a day’s 
work.” 

The RECORDER does not fully agree with this statement, or at least wishes 
to modify it to the extent that—If 50 per cent of the public has fallen arches, 
and other foot troubles, it is their own fault. For our great factories, ‘he 
country over, are turning out shoes “a-plenty”—fom the regulation orthopedic 
types, up to the high-heels for the dance, to insure to every man, woman, «and 
child in the world, not only style, but perfect comfort and support footwe:r- 
wise. 

Orthopedic shoes have been made for a half century or more, but the World 
War furnished their greatest stimulus to production and distribution. The 
parent orthopedic type was improved, and its “children” and “first cousins” «: 
veloped in the semi-orthopedic, as well as in the style shoe that is more com- 
fortable and gives more arch support than the ordinary 
style shoe. This gives a wide range of selection to 
“the world-and-his-wife,” and children, too, in shoes 
that absolutely fit, and have the required arch support. 

Merchants who have specialized in orthopedic, and 
in style-in-comfort shoes furnish many interesting 
stories about folks who come to their stores, practical|) 
cripples, with and without doctors’ prescriptions, who 
are fitted perfectly from their complete stock of sizes 
and widths. When a lady with a physician’s pre- 
scription demurs a bit as to the looks of a certain 
shoe, the well trained shoe salesman replies—‘‘These 
are the doctor’s orders, madam, and they must be 
obeyed.” 

One of the manufacturers making flexible shank 
shoes has supplied for all salesmen who fit his shoes 
the following “Essentials of a Well Fitting Shoe.” 

1. A straight inner line, corresponding to the inner 
border of the normal foot. 

2. A snug fit around and under the instep, to hold 
the arch bones of the foot in correct alignment. 

3. Room for the toes—toes to lie straight, includ- 
ing the big toe, which acts as a lever to push the 
body forward in walking. 
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Correct Shoes for Foot Health 


To Combine A ppearance with the Orthopedic Fea- 











































C il ' ° 
tures Is an Achievement of This Year— 
More Pairage Possible 
1. A flexible shank arch to permit natural foot action and strengthening 
ploves exercise of the arch and muscles. 
tion’s 5. A medium or low heel for the sake of body posture, and so that all the 
ement weight of the body is not crowded forward on to the front part of the foot. 
were 6. A heel of sufficient width for a good balance and slightly wedged along the 
ay’s inner edge so as to direct the body weight along the outer and stronger border 
of the foot—at the same time inducing the foot to toe straight ahead—a 
vishes natural and correct way to walk. 
rches, 7. In a nutshell, the best fitting shoe is the one that is modeled upon the 
s, the natural lines of the foot, fitting snugly, without tightness, and allowing the 
pecdic comfort and freedom that are necessary to maintain foot health. 
, and A merchant selling a well-known rigid shank shoes says—‘‘You cannot beat 
wear- nature, the best fitting shoe is the one that is modeled on the arch lines of the 
foot.” 
Vorld “We contend with all sincerity,” says one of the outstanding rigid arch 
The advocates, “that we sell the only shoe duplicating the same treading base in 
”” de- the shoe that nature gives to the body when barefoot. Our shoe is so 
com- constructed that the same treading base is main- 
inary tained during the whole life of a shoe.’”’ No one has 
yn to ever beaten nature’s way of doing anything. If a 
shoes person is suffering from foot ailments, the first opera- 
port. tion of a doctor is usually to put an adhesive tape 
, and around the foot to effect more rigidity and a firmer 
sting base; if the foot does not respond then, a piece of 
ically leather is used. If still the foot is unresponsive, a 
who piece of steel, and if the steel is not effective, put in 
sizes “boiler plate.” It is the over-development of a muscu- 
pre- lar structure of the feet that causes foot trouble. The 
rtain only base today on which you can get the proper ex- 
‘hese pansion and contraction of the muscles is from a rigid 
t be base. You cannot get under-development cf the foot 
from a rigid shank—the only way that under develop- 
hank meit of the foot can be caused is from the lac‘ of use 
hoes of the feet. Our shoe is not alone an arch supporting 
shce; it is for the preservation of the feet. Our shoe 
nner does not lift those supporting structures of the foot 
beyond their normal position, but if these structures 
hold are below normal, our shoe will gently push them into 
normal. When these structures are in normal, it is 
lud- much more difficult to pull them down from normal 
the than to push them up from a below-normal position.” 






HE 
object, might be supposed to rest squarely on the 
dome formed by the arches of the two feet. But this is 
not the case because the function of the arches is not 
chiefly to sustain the weight of the body. In standing, 
the heel bears this burden principally. In walking, the 
forepart of the foot, or “tread” carries the weight mostly, 
although, of course it is not a continuous pressure. The 
center of gravity or balancing point of the body in a 
standing posture is not in the center of the dome but is 
a bit forward of tive breast of the heel. 


bodily structure, considered as a stationary 
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Getting More Shoes Sold Right 


Find Your Competitor 


HE trade has been much disturbed and 


wrought up over the situation in men’s shoes. 


No one seems to know why men are so indifferent 
to shoes. And, it seems, no one has taken a great 
deal of pains to find out. The facts, glaring and 
notorious, stare us in the face. The style game in 
women’s shoes has usurped the men’s business. 
Few men can afford to buy shoes for themselves 
when all the shoe budget goes for women’s foot- 
wear, hosiery and fads. 

One of the smartest things uttered at the big 
convention was put forth by Ralph C. Hudson (re- 
ported in the RECORDER of Jan. 21) when he said: 
“Who are our competitors?” There you have it. 
Find your competition and meet it as best you can. 

If the women’s business is the real competitor 
of men’s, then what are you going to do about it? 
If installment business is the competitor of all 
the shoe business, then what? If automobiles are 
the fly in the ointment what are we to do about it? 
Find your competition. The chances are that your 
competition is none of those. It is more than like- 
iy that you are your own worst competitor. That 
is a strong statement, but it is worth considering. 

Perhaps you have lost public interest and con- 
fidence by reason of clearing sales and unstable 
methods. You cannot sell a shoe at a high price 
one day and cut in it half the next and retain 
public confidence. You cannot tell the people that 
they cannot have a certain thing when they have 
made up their minds to have it willy nilly. 











Check back. Correct back. See where you 
failed. And do not take that thin excuse of the 
alibi artist who tells you to “look forward—not 
back.” Look back and search the records. Re- 
member that wise old chap who said: “I have but 
one light by which my feet are guided and that is 
the lamp of experience.” 


Legislation Awakes 


EGISLATIVE and administrative branches of 
the Federal Government have renewed their 
interest in merchandising methods. It is the spec- 
tre of governmental intervention and regulation 
that makes its annual appearance with the con- 
vening of Congress. 

The question of price maintenance is receiving 
consideration from two angles—the House Com- 
mittee on Interstate and Foreign Commerce, and 
the Federal Trade Commission. Congressman M. 
Clyde Kelley, Republican, of Pennsylvania, has in- 
troduced his price maintenance bill, but has made 
several changes. The Kelley bill contains a new 
provision which is designed to prohibit combina- 
tions between manufacturers or between whole- 
salers, or between retailers, which would fix 
prices. 

Senator Capper, Republican, of Kansas, has also 
submitted his truth-in-fabric bill.. Several other 
measures of a similar nature are expected to be 
introduced in the early part of the year. 

On the subject of prices on merchandise, the 
Federal Trade Commission is now conducting an 
inquiry into the practice and resale price main- 
tenance from the standpont of its economic ad- 
vantages or disadvanatges to manufacturers, to 
distributors and to consumers, and to this end 
data are being collected on costs, margins and 
profits on prices maintained and non-price main- 
tained goods, and an effort is to be made to study 
the results of price cutting. 

All of these proposed forms of legislation are 
directed at merchandise and merchandising. They 
hope to accomplish by legislation what is already 
being accomplished by tremendous inter-competi- 
tion of industry. Thousands and thousands of 
stores fighting with one another for the American 
dollar actually give the American public the most 
for the money without the necessity of any of these 
bills. 


Honesty Best Policy 


ROOF that crime doesn’t pay. The thief leaves 

a city and imagine that he can start some- 
where else without paying for his past misdeeds. 
We had an example of how detection works to 
an inevitable end. In our Dec. 31 issue We gave 
the story and picture of a young man Who used 
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penalties of dishonesty. 
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false checks in the city of Little Rock, Ark. 

In one of Chicago’s best stores this man was 
recognized from his picture in the RECORDER. The 
National Association was notified and the party 
was arrested. He was brought back to Little Rock, 
js now in jail and will be brought to trial. 
party would in all probability not have been lo- 
cated but for the information sent broadcast by us. 


A crook who has found 
easy pickings in shoe 
stores usually plays 
that game in _ other 
cities. 

One of the penalties 
of intimate friendships 
within the trade is its 
acceptance of every- 
body at face value. To 
cash a check for a shoe 
man is like doing a ser- 
vice for somebody in 
your own family. Oc- 
casionally it leads to 
trouble. 

In the detection of 
crime a number of years 
ago we were able, 
through the assistance 
of an expert shoe man, 
to reconstruct the char- 
acteristics of the crim- 
inal by the imprint of 
his shoes. Every 
agency, from radio to 
the printed page, is now 
cooperating to outlaw 


crime, fraud and dis-. 


honesty. 

We have Better Busi- 
ness Bureaus to correct 
misstatements in ad- 
vertising, and we have 
the protetctive fellow- 
ship of: honest men who 
insist that their em- 
ployees and their meth- 
ods, their advertising 
and their merchandise 
shall be strictly honest 
in deed and statement. 

The manager of a 
store, caught short in 
his stock or cash, is 
soon brought to an ac- 
counting. It pays to 
be honest because it is 
impossible to evade the 
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reliant life guard saves the girl from drowning, said 
girl shows her appreciation of the act by marrying 
her hero. 
AND SHOE RECORDER. 


when Mr. Jake Katzenstein of the Regent Shoe Com- 
pany, Shreveport, decided for me that I should learn 
the fine art of retailing shoes. 
first admonition, that if I wished to succeed I must 
carefully read the old Recorper each week. That 
was 22 years ago. 
have been a “cover to cover” reader of your publi- 
cation. 


myself in Hot Springs, a town frequented by a larger 
and more varied set of visitors than any other resort 
city in the United States. 
necessary that my store compares favorably with the 
home town stores of the large transient trade. 
reception given my’store by this cosmopolitan trade 
conclusively proves that I am thoroughly posted on 
all new modes and methods. 
gained from a single, solitary source—the RECORDER. 
My advertising system and ideas, my window cards 
and display suggestions, my bookkeeping system and 
merchandising methods have all come from the 
RECORDER, and the majority of the lines of shoes 
and hosiery that I carry are the result of RECORDER 
advertising. 


helpful publication. 
be very unappreciative if I did not tell you plainly 
and frankly that your success and my success are 
linked together with the closest of bonds. 


blushes to the cheeks of any fair young bride. 


ing been married for so many years, the RECORDER 
can but modestly say, “I thank you.” 





os | 
The ‘Reason Why 


ROSENTHAL’S 
Hot Springs National Park 
Arkansas 


According to most authorities, when the strong, 


That is why. I am married to the Boor 


As a 17-year-old kid I was a soda water jerker, 
I well remember his 
Every week since that time I 
For the past eight years I have been in business for 


It is, therefore, quite 


The 


This has all been 


That is what I call being married to your most 
I feel that I would certainly 


Sincerely yours, 


(Signed) H. P. ROSENTHAL. 
* # # 
Mr. Rosenthal’s compliments would surely bring 


But we (Mr. Rosenthal and the Recorver) hav- 


face 6 4p. <a 


President. 
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The Econé6mic Urge 
VERY economic situation has a way of solving 
When a certain thing becomes too 
scarce or too costly it is discarded and something 
of less expensive character takes its place. Oil took 
the place of high-pricéd coal as-fuel. 
When any commodity becomes so 


Coal took the 


costly that it strains the 
purses of the people 
they will abandon it. 
During the Great War 
people learned to go 
without things formerly 
considered necessities. 
Saccharine replaced su- 
gar. White bread has 
never recovered from 
the substitution of 
brown bread. Many 
other articles might be 
cited. And so it may 
be with leather. 


Study “Use” 


N old and homely 

saying had it: “You 
can lead a horse to wa- 
ter but you cannot 
make him drink.” 
There is more to selling 
than the mere showing 
of a shoe. There must 
be a reason why the 
person should buy it. 
Revolve that in your 
oscillator. Another old 
saying or rather pro- 
vincialism was that a 
farmer pulled one ear 
off the old sow to get 
her up to the trough 
and then had to pull the 
other ear off to get 
her away from it again. 
The shoe trade might 
apply that to black 
shoes. We all went 
wild over the idea of 
getting people to wear 
blacks after six. Now 
we want to get those 


blacks off their feet 
after9 a.m. It’s a gay 
life, mates. We need to 


look a little further into 
the future before we 
take the hurdles. 
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“Blind Sale” Cleans Up 
the Odd Lots 


EVERAL years ago, Will White 

of Lynchburg, Va., had 1100 
pairs of women’s high shoes that he 
could not sell at any price. He con- 
ceived the idea of wrapping them up 
and offering them for sale at 25 cents 
a pair, sight unseen. The window, 
filled with the packages, was getting 
the desired results when one day in 
came a policeman with a message 
that a complaint had been made at 
headquarters that the store was vio- 
lating the gambling law. Just how 
and why this decision was reached, 
Mr. White never found out. How- 
ever, he was compelled to take the 
packages out of the window, but con- 
tinued the sale in the store until 
the entire lot of shoes were cleaned 
out. 

Since that time the “blind sale” 
has been a regular feature. When 
sizes become broken or styles begin 
to slip, the shoes are placed on a 
$2.95 table. If they prove to be 
stickers, in a couple of weeks they 
are moved to the $1.95 and then to 
the $1 tables; after that they go into 
the 25-cent package box. People 
buy two or three pairs at a time and 
shoes that they cannot wear are 
given to someone else. 

In the three years that this scheme 
has been in operation, there has 
never yet been anyone who has 
kicked. Country hucksters are good 
customers for these shoes, as they 
use them in trading for eggs and 
vegetables among the farmers. 
When shoes reach the 25-cent stage, 
they are marked off the inventory, 
so whatever is realized from the sale 
is a clear book profit. 
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by Harry R-Terhune 


Jield &ditor 


These Letters Increased His Sales of 
Children’s Shoes 


Tite pe Board of Education, made an in of the’ 
‘ ot-4 gtokp of school childres. gist ate 3 

















OR those interested in promoting 

their children’s business a couple 
of letters written by C. E. Turner 
of the Risley Shoe Co. of Richmond, 
Ind., are given. Letter A goes to 
the mothers whose children are just 
starting to school. It is accompanied 
by a pamphlet entitled “What the 
Health Board and Board of Educa- 
tion Found Out.” This _ insert 
stresses that many foot ills which 
are developed during childhood are 
directly traceable to improperly 
fitted shoes. Like many progressive 





merchants who specialize on chil- 
dren’s shoes and therefore know or 
should know child reaction, Mr. 
Turner buys entirely different shoes 
for the fussy young folks who are 
in their early teens. So to the 
mothers of this group comes the 
comforting words of Letter B. 

These letters would be valueless 
unless Mr. Turner had a first class, 
up-to-the-minute list of names. He 
has such a list and is making good 
use of it. 
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Letter A reads: 
“Dear Mrs. 

‘vow tnat ——— has started to 
school, the inclosed pamphiet should be 
of great interest to you. No doubt you 
have taken every precaution to see 
that your child’s eyes and teeth are in 
proper condition and that proper pro- 
tection has been given against con- 
tagious diseases, but have you ever 
thor ight of the necessity ot buying 
“ the right kind of shoes? 

“Shoes for school wear must have 
three esseniulal qualities. They must, 
first of all, fit perfectly; they must be 
sturdy and strong to withstand the 
hard Knocks of tne school playgrounds 
and tney must be made of material 
that will withstand all 
weather. 

“We pay particular attention to the 
fitting of children’s shoes, and insist 
that the shoes bought for the growing 
boy or girl fit correctly before we al- 
low them to leave our store. Our sales- 
people are all experienced in fitting 
children’s footwear and are pledged io 
uphold this policy. All of our shoes 
are bought with the same high stand- 
ard of quality that distinguishes our 
shoes for adults. 

“Your child may suffer for years 
from the effects of one poorly fitted 
pair of shoes worn now. Is it fair 
that you risk the burden of this handi- 
cap? We shall be pleased to equip 
your child with school shoes.” 


Letter B reads: 
“Dear Mrs. 





kinds of 





is reaching the age where 
——— will ask for some style in 
footwear. No doubt you will feel, as 
many other mothers have, some doubt 
as to how you can best satisfy this 
natural desire for good appearance and 
at the same time insure properly fit- 
ting shoes that will prevent the alarm- 
ing conditions revealed in the inclosed 
circular. 

“It is not necessary to sacrifice neat- 
ness in footwear to insure proper fit- 
ting. Shoes that have been correctly 
designed are being made in many 
pleasing style patterns that any child 
just entering their teens will be proud 
to wear. 

“In selecting our shoes for children 
of - age, we have placed in our 
store only those shoes that are cor- 
rectly designed and which will insure 
against any of the common foot trou- 
bles. .In addition, we have kept in 
mind the desire for style that the 
wearers usually demand. 

“We will be glad to show you how 
you can keep both style and comfort 
for feet. 

* * * 


Getting Rid of High 
Grade Odds and Ends 


N a high-grade shoe store whose 
lowest retail price is $10, the 
cleaning up of odds and ends con- 
stitutes the big problem, is the belief 
of O. E. Poe of Little Rock, Ark. In 
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Each name on the mailing list of Harry G. Schutz Wa!k-Over 
store of Louisville, Ky., received just before Christmas, a win- 


dowed envelope through the mail. 


What appeared to be a check 


for $365 payable to the addressee was showing throvgh the win- 
dow, as the red ink figures could be plainly seen. Surely this was 


enough to make anyone open the letter. 


The check proved to be on 


The Bank of Friendship and was for a total of 365 Days of 


Happiness during the coming year. 


Taken all in all, this proved 


to be a mighty good piece of good-will advertising. 


AOWey 


his store he uses the P.M. and semi- 
annual sale clearance methods. Lib- 
eral P.M.’s are tacked on shoes just 
as soon as they may be classified as 
“odd lots.” What do not move are 
reduced to the common cost of $3 
and sold at $5.50, with a 50-cent 
P.M. after the sale. Even in a 
store of this type, an occasional cus- 
tomer will drop in who wants to pay 
only $5 or $6, so in this manner a 
number of pairs are being ¢con- 
stantly worked out. I saw the odds 
and ends which had accumulated 
after thirty years of retailing. It 
looked to me as though Mr. Poe had 
pretty well solved his problem, for 
three boys could lug the entire lot 
out of the store in their arms and 
not drop a pair. It is not all “sale- 
ing” and “P.M.-ing” that is respon- 
sible for the excellent condition of 
the stock, as buying plays the lead- 
ing role, with a very few carefully 
selected houses supplying the needs 
of this store. 


A Sticker Which Helps 
to Bring Them Back 


T is good business to close up the 
gap between customers and the 
salespeople with whom they come in 
contact. Banks believe in this. At 





the side of each window and on each 
desk they have a metal plate or small 
card bearing the name of the person 
the customer meets there. Here is 
an inexpensive but effective little 
idea that serves this purpose well 
for any shoe store, in a way that 
is certain to create most favorable 
comment. 

Every package or sales slip that 
leaves the store bears the small col- 
ored poster stamp, about 1!'5 by 214 
inches. At the time the salesman 
turns over the package or sales slip 
to the customer, he writes or rubber- 
stamps his name in the space allowed 
for this. 

Stickers like this, printed in two 
colors, are not expensive. Your 
local printer can handle them for 
you or refer you to a concern that 
specializes in this kind of work. The 
illustration here calls for an artist’s 
drawing of the lettering and ar- 
rangement in order to obtain the 
“reverse plate” effect, but if greater 
economy is desired your printer can 
set the copy in regular type and run 
the job in one color. A dark brown 
ink on a buff-colored gummed paper 
makes a very attractive combina- 
tion. 
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A Fine Year for Colored Kids 


Good Last Y ear—Better This Year 





BY JOHN J. HOLDEN 
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Head of the Shoe Departments, Oppenheim, Collins & Co. 


be this spring and 

summer? This question is 

being asked, and rightly so, because 

some merchants did not get satisfac- 

tory results last year and they shed 

crocodile tears on _ everybody’s 

shoulder they could get to listen to 
their tale of woe. 


Hi= good are colored kids go- shade, she is in the great minority. ific ox reached $64.50, a two-doila) 
ing to 


Those who made money on colored 


kid shoes had no reason to squawk, 





An ensemble of one of the new 

printed silks with considerable 

blue and red is topped by a coat 

of independent blue kasha. With 

this is worn a felt and straw hat 

of independent blue, and navy 
bine kid shoes. 


consequently we heard nothing from 
them, and I have reason to believe 
they were in the great majority. 

There is money in merchandising 
colored kid shoes, but they should be 
merchandised intelligently. 

Pacific Coast and Southern resort 
shops can sell the lighter and more 
summery shades in December, Janu- 
ary and February, but we who are 
not in those sections of the country 
should bear in mind that only a very 
small percentage of the population 
goes South and that, while we hear 
a great deal regarding the woman 
who wears a velvet hat when the 


Colored kidskin shoes are being 


bought more intelligently this year 
than last. Colored kidskin shoes 
are being merchandised more intelli- 
gently this year than last, and I am 
sure this will continue because they 
are being bought with the proper 
regard to geographical location. 
Merchants this year are offering 
their customers shoes in seasonable 
colors and have learned the lesson 
that it is not always the man that is 
“first to display and offer for sale’ 
that cashes in. Too many attach too 
much importance to being first, or 
putting over a beat, as they call it. 


T might not be a bad idea to let 

the other fellow do a little pio- 
neering occasionally and then cash 
in when he has created the demand. 
It is my opinion that: 

Color was good last year, but will 
be better this year. 

The costume vogue for black last 
season is not likely to repeat and 
light colored print dresses will un- 
doubtedly register in a big way this 
season. 

The color adaptability of kidskin 
has given the “harmonizing” shoe 
movement its greatest impetus and, 
incidentally, has worked wonders in 
the appearance of the pedal extremi- 
ties of all humans who wear these 
colorful shoes. 

The numerous and beautiful two- 
tone kidskin combinations that are 
being offered by the country’s fore- 
most manufacturers assure us that 
colored kidskin shoes will be in popu- 
lar demand. 


Whole World in 


Same Boat 
[CONTINUED FROM PAGE 41] 


cent and packer steer hides by 60 to 
70 per cent; that tanners are carry- 
ing less leather; and that leather 
prices have not advanced more than 
20 per cent. 

“Hide values at the 
showed a further increase. 


week-end 
Frigor- 


advance on the week, and dry River 
Plate Americanos sold at a 
below 21d. a lb. Home-slaughtered 
hides are quoted and sold at 10d. to 
101d. for heavy ox, with seconds at 
934d. to 1014d. 

“The pelt price index (i.e., the in- 
dex of hide prices in which correction 
is made for seasonal variations in 
the condition of the hide) at the be- 
ginning of January, 1928, was 170, 
compared with 109 at the beginning 
of January, 1927. The tanning ma- 
terial price index was 141, compared 
with 118 at the beginning of Janu- 
ary, 1927. (Detailed figures 
given in the tabular material above.) 

“Generally speaking, home buyers 
are falling in line with the new 
prices of manufacturers, and it is 
computed that the public will be 
called on to pay anything from Ls. to 
3s. a pair more for footwear by the 
time Easter comes. The idea of 
turning out inferior goods to keep 
costings down is not being enter- 
tained by English manufacturers.” 
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One of the new Indian print 
silks in sports model is worit 
with marron glace kid shoes 
which tone in beautifully wth 
the reds, yellow and blue of the 
fgured silk on a beige ground. 
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Enhanced Buying Power in 1928 


Due to Increase in Price of Raw Materials 


BY FRANKLYN HOBBS 


Business Analyist, La Salle Extension University 


N improvement in the prices of 
raw materials is indicated for 
the coming year and this, in 

turn, should enhance the buying 
power of nearly one-half of the 
population, including those engaged 
in all branches of agriculture, in 
lumber production, and in the ex- 
traction of metals and minerals from 
the earth. 

Wholesale prices are not likely to 
advance materially, and retail prices 
are more likely to recede, if consid- 
ered as a unit. Strengthening of re- 
tail prices on foods and_ staple 
clothing items is probable, as nu- 
merous items in these two groups 
are now priced too close to the cost 
of production to permit of profitable 
merchandising. 

It has been  well-demonstrated 
during several years of declining 
prices and improving business that 
efficiency in production, transporta- 
tion, and distribution is narrowing 





the spread between production costs 
and consumers’ prices. This effi- 
ciency is attributable, in part, to the 
introduction of labor-saving machin- 
ery and processes; in part, to the 
increasing interest and activity of 
the individual worker; in part, to 
improved transportation methods; 
and last, but by no means least, to 
a more general interest in the elim- 
ination of waste of every nature. 
Fundamental business conditions 
were never sounder, industry was 
never better organized, and the 
spirit of real business cooperation 
was never more apparent than at 
this present time. The outlook for 
the coming year, and years, is bright, 
and the pessimist finds few unsatis- 
factory points upon which to hang 
his crépe. The optimist should con- 
stantly keep in mind the unprece- 
dented business period which we 
have been enjoying, and realize that 
it is not possible for each succeeding 


Crop and General Conditions Map 
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year to break all previous business 
records. 

Perhaps the most common misun- 
derstanding of business’ trends 
comes about through a failure to 
consider all business operations upon 
a per capita basis rather than upon 
a bulk basis. As the population in- 
creases, the total volume of business 
operations must continue to increase, 
but if the increase is to produce 
greater prosperity for the individual, 
it must be an increase per capita, as 
well as a gain in total bulk, or vol- 
ume. 

A study of the fundamentals de- 
velop some very interesting indica- 
tions for the immediate future. The 
gains in volume and value of agri- 
cultural production in 1927 added 
not less than one-twelfth to the 
gross buying power of thirty mil- 
lions of people. This buying power 
is just now beginning to be exer- 

| CONTINUED ON PAGE 56| 











This is the Douglas Condition Map, in use over thirty years for business purposes. 


The preponderance of 


the white and lightshaded areas reflects clearly the underlying strength of business and agriculture. 
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Specialty Shoes Bought Heavily 


At Indianapolis Buying Meet 


buyers than others at the sixth 

annual shoe-buyers’ week of the 
Indiana Shoe Travelers’ Association, 
held Feb. 6, 7 and 8 at the Claypool 
Hotel, Indianapolis, special construc- 
tion lines with a dash of style car- 
ried off the honors. And in those 
transactions where totals reached re- 
spectable figures, black kid played a 
prominent part in the detailing of 


I: one type of shoe attracted more 








such orders. 


The buying tendencies of Indiana 
retailers is interesting from the ter- 
ritorial angle in that a majority of 
the operators are representative of 


county seats and other medium sized 


cities, constituting the bulk of In- 


diana’s urban population. 

In both men’s and women’s shoes, 
the advancing prices toward the 
close of last year resulted in many 
far-sighted operators anticipating 
their requirement on staples, so that 
the purchasing for spring and early 
summer remaining undone is pretty 
well restricted to novelties. 

Straps, gore step-ins and cut-out 
oxford ties received attention about 
in the order named. Colors, such as 
honey-beige and rose blush, consti- 
tuted perhaps 25 per cent of the 
volume in women’s shoes, with pat- 
ents continuing to hold their place 
in the buying scheme. 

So far as whites and satins are 
concerned, retailers in the “Hoosier 
State” are disposed to indulge in 
stock department insurance, await- 
ing a demand for such shoes before 
making their commitments. Buyers 
believe that the women folks “on the 
banks of the Wabash” will continue 
to wear the light shades of hose 
which have been popular for the past 
two years and that the lighter tan 
shades of shoes will remain popular 
in harmony with similar shades of 
hosiery. 

Retailers note a marked tendency 
to increase the styling of special 
construction footwear with each suc- 
ceeding season, and the question is 
apt to arise whether this destroys 
the identity and impairs the posi- 
tion of the corrective type footwear. 

In young men’s shoes, as seen 
through the eyes of salesmen at the 
Indianapolis show, there is growing 
partiality for blucher patterns in 
shoes to retail at eight and ten dol- 





HERBERT N. LAPE 


lars per pair. A survey of the situ- 
ation indicates that 65 per cent of 
such shoes are running to blucher 
cuts. Toes are a trifle narrower and 
the French toe has its adherents in 
line with the tendency of clothing 
manufacturers to cut trouser bot- 
toms more on the peg-top than the 
balloon order. 

Salesmen carrying men’s. sport 
shoes report a predominatingly large 
percentage of black and white com- 
binations selling in the Indiana 
territory, in some cases running as 
high as 85 per cent. In such pat- 
terns the vamp saddle is running a 
close race with the large pattern 
wing tip in decorative effect. 


N the lower grades of men’s shoes 

shown the past week a number of 
freak novelties attracted attention 
and some orders. Diced or domino 
tip perforations and braided decora- 
tions on vamps proved patterns that 
met with some favor by buyers in- 
terested in “window trimmers.” 

These annual selling events held 
in February every year by the In- 
diana Shoe Travelers’ Association 
are practical demonstrations of the 
beneficial results which accrue when 
a bunch of real go-getters in the 
shoe selling fraternity plan and per- 
form in their true province. At a 
minimum cost, because every dollar 
expended is made to work, the In- 





diana association provides displ: 
rooms, entertainment for retailers 
and their families, keeps open house, 
and then sees to it that buyers and 
sellers live up to all that these names 
imply. When noonday _ entertain- 
ments are being held and trade mit- 
ters discussed the exhibitors are 
required to close their display rooms 
and attend the meetings. 


T the opening luncheon on Mon- 
day, Indianapolis’ mayor wel- 

comed the shoemen of the State and 
the travelers from many other 
States. 
’ Frank P. Meyer of Danville, III. 
was introduced as a director of the 
National Shoe Retailers’ Associ 
tion and drew a cheerful analoy\ 
between the expansion plan of the 
automobile manufacturers for thi 
coming year and the prospects for 
the shoe industry to make a quart: 
billion dollar gain in 1928 while th 
motor manufacturers are increasi! 
their production from 3,600,000 m: 
chines in 1927 to a hoped-for 5,000. 
000 automobiles in 1928. Mr. Meye: 
voiced a strong urge for the success 
of the four million dollar men’s shoe 
campaign. 

The surprise of the meeting fron 
the oratorical viewpoint was th: 
presence in Indianapolis of Thomas 
A. Delany, secretary of the Nationa! 
Shoe Travelers’ Association. M1) 
Delany made many friends for th: 
“National” issues among Indiana 
travelers by his talk at the Tuesda 
meeting and his individual calls 0) 
the exhibitors at the Claypool. 

Herbert N. Lape, president of th: 
Julian & Kokenge Co., Cincinnati, 
spoke at the Tuesday luncheon ani 
supplied his friends in the ranks 0! 
both travelers and retailers wit! 
some wholesome truths concerniny 
current conditions delivered in his 
characteristically forceful manner. 

The informal] ball which closed th: 
social features of “Shoe Buyers’ 
Week” was a brilliant, enjoyabl: 
affair. The visiting ladies were wel 
cared for each day of the three wit! 
special: luncheons, card parties and 
many small parties which annuall\ 
bring together many friends wh 
look forward every year to thes: 
charming get-togethers of shoeme! 
and their families. 
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IMMY HALE tried to 
keep busy by digging up 
dozens of little tasks that 
he ordinarily overlooked 
around the shoe store, but 
it seemed to him that the 
morning would never pass. 
The minutes dragged by so 
slowly that Jimmy had al- 
most decided Old Man 
Thompson had chosen to 
take a day off when the door 
opened and the white-haired 
old proprietor walked in. 

With a cheery greeting 
for all the employees within 
hearing, the Old Man walked 
leisurely toward his office. 
Jimmy Hale’s eyes followed 
him closely. The Old Man 
seemed to have shaken off 
his habit of walking with his 
eyes downcast, and Jimmy’s 
heart was slowly sinking within 
him as Old Man Thompson neared 
his office door without having 
glanced downward even once. 

Suddenly the Old Man’s eyes 
shifted to the floor and were at- 
tracted by a sheet of paper. Know- 
ing the Old Man’s tidy habits, 
Jimmy was certain the proprietor 
would pick up the sheet, examine it 
to ascertain whether it was val- 
uable and then carry it into his 
office to file if it was worth pre- 
serving; otherwise, the Old Man 
would carefully drop it into the 
nearest waste basket. 

Stooping, Old Man Thompson 
picked up the paper, carefully ad- 
justed his spectacles and began 
reading. After reading probably a 
dozen words, the Old Man walked 
slowly into his office and seated 
himself in his easy chair. 

Jimmy Hale peered cautiously 
through the open door as the Old 
Man read: 


Dear Mr. Hale: 

For some time we have been 
considering making you an offer 
to join our salesforce, having 
been most favorably impressed 
with your unfailing courtesy, 
devotion to your employer's 


interests, your constant develop- 
ment as a salesman and your 
personal address. 


We feel that 
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How Jimmy Got the Raise 


He Discovers a New Way to A pproach the “Old Man” 


By ARTHUR G. KEENEY 
Asheville, N.C. 








you are interested in advancing 
in your chosen work, and we be- 
lieve that by affiliating yourself 
with us, you will have a broader 
field of opportunity for advance- 
ment than exists in your present 
connection. 

We should be glad to offer you 
$5 weekly increase over your 
present salary, and if you are 
interested we should be pleased 
to have you call in to see us at 
your convenience. 

Yours very truly, 
E. E. BROWN. 


LD MAN THOMPSON read 
very slowly, then scratched his 
chin thoughtfully as he folded the let- 
ter carefully. The Old Man halt 
turned in his chair and gazed out 
of the open window at the busy street 
scene. He sat motionless for sev- 
eral minutes, apparently engrossed 
in watching the scurrying pedes- 
trians, the automobiles dashing 
past. Suddenly—so quickly that 
Jimmy Hale had to whirl quickly 
to avoid being detected in his inter- 
ested scrutiny of the Old Man’s 
office—the old proprietor turned 
toward the door and called the 
name of his youngest employee. 
Jimmy Hale hurried into the Old 
Man’s office, accepted the chair 
offered him and pretended to be to- 
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tally unaware of the reason 
he had received the summons 
into the proprietor’s presence. 

The Old Man’s piercing 
but kindly blue eyes sur- 
veyed his young employee for 
a full minute before they 
twinkled good humoredly. 

“How long have you been 
with me, Jimmy?” the Old 
Man inquired, finally. 


66QQEVEN months, sir,” re- 
sponded Jimmy 
promptly. 

“Uh-huh,” was the Old 
Man’s comment as he tapped 
his knee with the _ letter 
which was still clutched in 
his hand. “I worked three 
years on my first job before 
I got a raise. But folks say 
times have changed and I’m 
beginning to believe they’re right. 
In those days—when I started in to 
learn this business—young fellows 
didn’t expect a raise every few 
months. They knew they didn’t de- 
serve it. 

“Young fellows, these days, are 
too impatient. They don’t seem to 
master one detail of the business 
before they’re trying to acquire a 
smattering of something else. Pa- 
tience is a mighty important vir- 
tue—at least it was when I was 
young.” 

The Old Man suddenly seemed to 
remember the letter in his hand. 

Extending it toward his young 
employee, he smiled pleasantly. 

“I believe you dropped this, 
Jimmy. I found it just as I en- 
tered my office a while ago. 


of. or by the way, about that 
raise you were asking for. I’ve 
decided you’re worth $5 more a week 
to my business. I’ve been watching 
you and you’re developing steadily. 
Go to it, my boy, and don’t let my old- 
fashioned ways of looking at things 
hold you back. I want you to learn 
this business from the bottom up 
and when you feel that you’re ripe 
to tackle something bigger than 
you’re doing, tell me so.” 

Old Man Thompson leaned for- 
ward and picked up a stack of let- 
[ CONTINUED ON PAGE 56 | 
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The Sixteenth Century Spanish, with its wrought iron grillwork, invades the shoe store. 


Transplanted From Old Spain 


But a New Motif in Store Decoration 


SHOE store without a single 

A shoe box in sight! That is the 
‘ new shoe department of the 

J. P. Allen Co. in Atlanta, Ga., which 
in many ways is one of the most un- 
usual departments of its kind in the 
country. 

To begin with, the architect got 
his idea for the shop from Coral 
Gables, and it is said to be one of 
the most perfect examples of Six- 
teenth century Spanish architecture 
in existence. Set in an alcove on the 
main floor of the big new store of 
the J. P. Allen Co., it is set apart 
from the other departments by deli- 
cate Spanish iron traceries of the 
period. 

Inside, the walls of the shop are 
finished in the rough plaster style 
peculiar to the period, while on the 
walls hang Spanish tapestries worth 
many hundreds of dollars and around 
the walls are genuine antique Span- 
ish benches alternating with antique 
cabinets, hand carved and worth a 
small fortune in themselves. 

On the floors are rugs of Spanish 
design, while in place of the usual 
chairs are Sixteenth century Spanish 
“x-chairs”—twenty of them in two 
double rows across the floor. 


These chairs—said to be derived 
from the Roman sedalias—are as 
comfortable as they are unusual in 
design, and lend an air of quiet dig- 
nity to the department that could be 
obtained in no other way. 

When a customer comes in, a 
salesman takes the measure. Then 
he presses a button and a panel slides 
back, revealing hidden shelves full 
of shoes, or, if the pair desired is 
of an expensive and imported make, 
he goes to one of the hand-carved 
cabinets where these are always 
kept. 

As fast as shoes are rejected, they 
are spirited away by helpers at- 
tached to the department, and one 
never sees shoes lying around or be- 
ing put back in their places. 


HE department never displays a 

shoe. But the general beauty of 
the shop, the perfect keeping of its 
appointments, and the general air of 
exclusiveness about the place serves 
to bring in more customers than 
any amount of display advertising 
could do. 


It demonstrates the value of ar- 
tistic surroundings in selling high- 
class shoes to a high-class trade—a 
feature which the modern shoe store 
is just learning how to develop. 


ow 


Strong for Linens 


MIAMI, FLA. (UTPS)—‘‘Every- 
thing points toward a big run on 
embroidered linens for the spring 
trade,” said Roy Scarborough, man- 
ager of the Cowan-Nankin shop in 
Miami, Fla. ‘These linens’’—show- 
ing a natty high heel shoe of linen 
embroidered in colors across the top 
—“will be our big seller. Our pric« 
is the popular one of $10. The shoe 
is goodlooking, cool, and the touch 
of color lifts it into the ‘unusual’ 
class. Of course, all white is ever 
popular. Fully 50 per cent of our 
sales are white shoes; every woman 
here must include a white in her 
wardrobe. White Jade is going wel 
and it looks as though we would g 
over the top with white this spring. 
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its customers beyond that given by 
chain stores and mail order houses. 
The home town merchant was here 
with the goods, with credit where 
needed, and was the aggressor in 
such community relief and rescue 
work as was needed. Especially to 
those who patronize chiefly out of 
town stores but who found the home 
town merchant necessary in a real 
time of need, we urge consideration 
of that merchant when you think 
you do not need him.” 


OW let us consider some inher- 
N ent disadvantages in the chain 
store system. 

In the first place, the development 
of the chain store is a development 
of centralization in business. It cen- 
tralizes the ownership of great units 
of distribution in a few hands, and 
removes from direct and immediate 
contact with its buying public the 
ownership of the distributing unit. 

Let us see what this means to the 
average community. 

Let us visualize the system, which 
is one of exclusive chain store dis- 
tribution. In this system as it is 
developing today you would have the 
ownership of your means of distribu- 
tion lodged in the hands of relatively 
few people located in the biggest 
cities of the country. Visualize 
these gigantic systems of distribu- 
tion having their member stores 
scattered over wide areas in towns 
ranging in population from seven or 
eight hundred up to the larger cities. 

Fermit me to ask you which, from 
the viewpoint of general social con- 
ditions, is the better—huge chain 
store systems of this character 
drawing their profits from the com- 
munities in which these profits are 
made into a relatively few large 
centers, or a system of independent 
stores locally owned and using their 
profits where these profits have been 
made and for the benefit of the com- 
munities in which the profits have 
been secured ? 

There are other phases of such a 
complete development of the chain 
store system as is being longed for 
by many of the chain store pro- 
ponents. What about its final effect 


on prices? 
You place exclusive, or practically 
exclusive, control of the distribution 
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Is Chain Store Against Public Interest ? 


of merchandise throughout’ the 
United States in the hands of a rela- 
tively few chain store systems and 
the public in the final analysis will 
be paying through its nose. 

To all intents and purposes, such 
a system would amount to a com- 
plete monopoly, and if there is any 
such thing as an economic law it is 
a law that monopoly prices are the 
prices giving highest net returns. 

That there is a rising tide of fear 
as to the final outcome of the con- 
stant development of the chain sys- 
tem is shown by the fact that there 
were eighteen anti-chain store bills 
introduced in fourteen States during 
the past year. 


, 
No! 
| CONTINUED FROM PAGE 43] 


dependent store in Peoria, the dollar 
remains there forever. 

So far as that part of the con- 
sumer’s dollar which is required to 
cover the retailer’s operating ex- 
penses is concerned, it remains in the 
community in either case. 

Let us take up Count 2—the chains 
do not employ local help. The best 
answer to that charge is that it is 
not true, except as it applies, in some 
cases, to the store-manager. But, 
after all, what difference does it 
make? Bringing new people to a 
town is what makes a town grow. 

Under Count 3 it is charged that 
the wages the chains pay are excep- 
tionally low. Well, that isn’t true 
either, and anyone with the slightest 
common sense would see that it 
couldn’t be true. I don’t say that 
the chains in some lines and for cer- 
tain classes of work don’t pay low 
wages. What I say is they don’t pay 
exceptionally low wages. Obviously 
they have to pay the rate of wages 
prevailing in their locality for simi- 
lar work or they won’t get any help. 

It is charged in Count 4 that 
chains take no part in local activi- 
ties. 

No such sweeping charge can be 
sustained. The fact is that some 
chains do far more than their share 
for the communities in which they 
operate, while most of the repre- 
sentative chains contribute at least 
as generously to community projects 
as the average independent. The 
fact that some chains don’t do as 
much as they ought to in that re- 
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spect is offset by the equally obvious 
fact that a great majority of the lo- 
cal merchants are likewise remiss 
in their local duty. 

Under Count 5 it is charged that 
chains pay less taxes than local mer- 
chants. Of course, the tax rate is 
the same for all merchants. Tax- 
paying is only an incident of retail- 
ing—not its main object. 


HE sixth count is that chains 

are of little value to local banks. 
Well, it is true the chains don’t bor- 
row from the banks, but, in another 
way, they more than make up for 
their deficiency in that connection. 
Not only the local bank but everyone 
else in the community profits con- 
siderably from the trade which the 
chains invariably attract through 
their good merchandising, low prices 
and liberal advertising. 

Count 7 charges that the chain 
store system tends to make us a na- 
tion of clerks and limits the oppor- 
tunity of American manhood. 

I think the answer to that conten- 
tion is amply furnished in a state- 
ment made recently by H. T. Parson, 
president of the F. W. Woolworth 
Co., when he said: 

“Assuming for the sake of argu- 
ment that the development of the 
chain store system might ultimately 
wipe out the independent retailer 
entirely, who shall say that would be 
an unmixed calamity? What is there 
about retailing that makes owner- 
ship such an important feature? One 
does not have to own a railroad in 
order to work out a successful ca- 
reer in the railroad field. You don’t 
have to own a bank to achieve suc- 
cess in the financial field. By far 
the greater number of successful men 
in every line of industry and com- 
merce are but ‘employees’ of the com- 
panies with which they are con- 
nected, no matter how exalted may 
be the positions they occupy.” 

And so we come to Count 8—the 
growth of the chain store system 
tends to centralize the business of 
the country in fewer hands. 

Well, I’m not only willing to con- 
cede the truth of that statement, but 
I’ll go so far as to say that the very 
fact that the chain store system does 
tend to eliminate the weaker ele- 
ments in the present scheme of dis- 
tribution and put the retail business 
into the hands of more stable, more 
efficient organizations is one of the 
strongest points in its favor. 
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Enhanced Buying Power in 1928 | 


cised and will continue to be felt up 
to the harvest of 1928. A consider- 
able reduction in farm loans has 
been accomplished during recent 
months, and the American farmer 
will pay $25,000,000 or $30,000,000 
less in interest on his borrowings 
than he paid during 1927, thus 
making a further addition to his net 
buying power. 


NGINEERING and building 
projects already under way, or 
definitely planned for the year 1928, 
promise some betterment in the 


[CONTINUED FROM PAGE 51 | 


demand for iron and steel, cement 
and brick, with a possible slight 
gain in lumber consumption. In- 
creased consumption is also indicated 
for most of the nonferrous metals, 
especially copper, with little if any 
change in the coal situation. Petro- 
leum production and refining will be 
determined by the degree of regula- 
tion ‘or control exercised with the 
assistance or permission of the Fed- 
eral Government. 

The tonnage of freight movement, 
both rail and water, promises to be 
larger. The rail gain will be in 


BZ, 


vo 


















freight car loadings and in freight 
ton-miles, and will be accounted fo) 
by the gain in population, leaving 
the per capita freight movement 
about the same. 


ONSIDERABLE gains in manu- 
facturing production are as. 
sured, the increase being princijally 
due to the larger output of steel 
products for engineering projects, 
for railroad maintenance and equip. 
ment, and for motor cars—a materia] 
gain in production of motor car 
units being already determined. 


How Jimmy Got the Raise 


[CONTINUED FROM PAGE 53} 








ters on his desk, signifying > 
that the interview was ended. 

“I certainly appreciate the 
raise, Mr. Thompson,” Jimmy 
Hale said politely, as he rose 
from his chair and started 
toward the door. “I'll try to 
deserve it.” 

Old Man Thompson chuckled 
softly as he turned toward his 
youngest employee. 

“I’m not worried about 
your being worth the $5 in- 
crease, Jimmy,” he said, a 
note of genuine mirth in his 
voice. “What I’m worrying 
about just now is this: Ed 
Brown is a mighty good 
friend of mine, even if we are 
competitors. Ed’s one big 
fault is stinginess, and if he 
ever finds out that you took a 
sheet of stationery from his 
office he will be coming over 
here with a writ of attach- 
ment.” 

Jimmy Hale’s ruddy face 
was pale as he halted in the 
doorway, but Old Man Thomp- 
son continued: 

“Next time you write your- 
self such a complimentary let- 
ter, Jimmy, don’t use my type- 
writer. You see, that darned 











other store 


H-1065 Wants 


H-1070 Wants 


- a 


They Want to Know 


Merchants ask us where to buy shoes and 


merchandise. In_ this 


we list the following typical inquiries: 


H-1066 Wants fancy shoe buttons. 
H-1067 Wants cancellations and jobs. 
H-1068 Wants women’s high grade turns. 


H-1069 Wants men’s gaiters. 


H-1071 Wants aviation boots. 


H-1072 Wants shoe dyes. 


Interested parties may have names on _re- 


quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





space 


men’s oxfords retailing $6 to $7.50. 


Russian boots for men and women. 


a old “e’”’ on my machine is so 
badly out of alignment that 
I’d recognize it in Halifax.” 

And Jimmy could hear the 
Old Man chuckling to himself 
long after his youngest em- 
ployee had fled to the other 
end of the building. 


* * x 


A Customer’s 
| Record Kept by Sizes 


FTER filing the names of 
all customers of his de- 
partment, D. S. Broughton, 
who manages the Colette shoe 
section for the Elder, Johnson 
store in Dayton, cross-tfiles 
these records by sizes. In case 
of an overstock of any size, 
reference to this file tells at 
once the names and addresses 
of many customers who hive 
bought that size. A word to 
them, either by phone or |let- 
ter, always achieves the (e- 
siréd result of moving the 
shoes. It acts, too, as a fairly 
accurate guide in indicating 
the best selling sizes. The 
little work spent in keeping 
up this record is more than 
repaid in many ways. 
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At the Metropolitan 


Silver Slippers are 
Brilliant ! 










= smart women quan 





a am : ie find users of 





Cinderella Silver Kid Dressingq. 












It gives a really bright silver finish! 





Your customers will get greater satisfac~ 






tion from their Silver Kid Slippers if you 







recommend it. 
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No. 1043 
Dark Smoked Blucher Oxford. 
In Stock—5 -8 BOD 
8%-12 BO D 
12%-2 BCD 
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HIS year many additional thousands of mothers 
everywhere will become acquainted with the 
highly desirable, exclusive merits of» Acrobat 
Shoes for children. 


We are putting through a powerful, 8-cylinder mer- 
chandising plan—with national magazine advertising 
that reaches the best type of families, with small children 
—and a direct tie-up between magazine ads, newspaper 


ads, your direct mail and window displays that will in- 
crease Acrobat sales to new high levels. 





There’s still time to get the full benefit of our Spring 
cam paign—write us NOW for complete details. 


Shaft-Pierce Shoe Cob: 


Makers of Childrenf§ood 


No. 1026 

Patent Cut-out. 

In Stock— 5 - 8 
8i- 
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The year just passed showed substantial, and in many 
instances tremendous gains in Acrobat dealers’ sales. 
These popular shoes are instantly prepossessing in style, 
beauty and quality of workmanship. Furthermore, the 
patented Acrobat process provides longer wear, un- 
rivalled flexibility and comfort. Their perfect fit insures 
the proper-foot development that every mother wants for 


her children. 


Geared up to Quick “In-Stock” Service 


that Saves Time and Increases Turnover 


Our big In-Stock Department ts right on its toes to give 
you quick service. This instant attention enables you to 
keep your stock right up to the minute at all times. 


Cob45 Third St., Faribault, Minn. 


Idrenf}ood Shoes for 36 Years 







No. 1700 
Patent One-Strap 
With Cut-outs 
In Stock— 5 -8 Bc D 












Tan Army Elk Blucher 
Oxford Shield Tip 
In Stock— 
5 -8 (spring heel) B © D 
8%4-11 (spring heel) B C D 
11%-2 (rubber heel) B C D 
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MPROVEMENTS are not always on the - 
¢ e ° gal 
surface, but they are built into the soles nun 
in manufacture, and are proven, because 
| the demand for “Rajah” is greater today than foot 
ever before. tion 
pect 

“Rajah” soles are made and have always been - 

e © Colo 

made 100% premium plantation crepe rubber. thr 

Ne\ 

Truly they are great soles, marvelously flexible, 

enduringly good looking, and so restful to the plar 

wearer. p09 
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ALFRED HALE RUBBER COMPANY 


MANUFACTURERS OF QUALITY PRODUCTS 
ATLANTIC (Est. 1837) MASS. 


















l 














February 11, 1928 


BOOT AND 





SHOE 


Gaiter Selling Is at High Peak 


Storms Increase Popularity of Galoshes— Rubber 
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Heels and Soles in Growing Demand 


AITERS are growing in popu- 
G larity. Winter storms _in- 


crease their popularity. Some 


of the ladies like the high gaiter; 
more like the low. It depends 
largely on the locality. A few years 


ago it was different. Miss Flapper 
and her older sisters simply ignored 
overshioes—they would much rather 
spoil several pairs of leather and 


fabric shoes; they would prefer to 
have their light colored hosiery 
cadly besmirched, because’ they 


thought that it was not stylish to 
wear galoshes. But now, the wo- 
man who does not wear gaiters on 
stormy days is almost an oddity. In 
another year or so, with the good 
publicity which rubber manufac- 
turers and retail shoe merchants are 
giving to gaiters, the average wo- 
man will not only include one but at 
least two or three pairs of these 
practical and beautiful shoe and 
health protectors in her footwear 
wardrobe. 


ROM New England, where more 

than half of the rubber shoes of 
the country are made, prospects for 
1928 are reported as very bright. 
The rubber footwear demand for 
the eleven months ahead is antici- 
pated to be unusually heavy, with 
gaiters, both staple and _ novelty 
numbers, one of the biggest fea- 
tures. Present indications are that 
the greatest problem in the rubber 
footwear line for 1928 will be one 
of production rather than distribu- 
tion. Coated fabric makers are ex- 
pecting a prosperous year, many 
concerns planning to introduce new 
colors and finishes. Everywhere 
throughout the rubber industry—in 
New England, in New Jersey, in 
New York, in the Midwest and on 
the Pacific Coast—comes the news of 
plant expansions and increased busi- 
ness. We learn that Endicott-John- 
son Corp. has now practically com- 
pleted another large addition to its 
rubber factories and is making more 
rubber heels and soles than ever be- 
fore, while the demand is constantly 
growing. The new Endicott-John- 
son rubber factory will have a daily 
capacity of from 15,000 to 20,000 
pairs of canvas footwear, for which 





this house finds that there is a grow- 
ing demand. 


EW rubber goods and special- 

ties are constantly making 
their appearance. For instance, a 
novel arch support that utilizes the 
pneumatic rubber cushion is now 
being presented to the trade. It is 
claimed that the support consists of 
a rubber cushion attached to an 
insole, unbreakable, non-slipping, 
which may be transferred from one 
style of shoe to another style of like 





“The Short” and “The Tall of It’- 


known as the Lo-N-Hi Zipper- 
made by The B. F. Goodrich Rubber 
Co., of Akron, Ohio 


size. It fits the longitudinal arch of 
the foot and rests against the up- 
right and hollow part of the foot. A 
metatarsal type is also available 
with air cushion for lifting at the 
same time both the longitudinal and 
cross arch. A small pump regulates 
the degree of inflation to meet the 
individual requirements for support 
of fallen arches and may be increased 
as the arch develops strength. 


UBBER goods offer to the retail 
shoe merchant most interesting 
advertising possibilities. There is 


real romance connected with the in- 


dustry. From the gathering of the 
raw product of the plantations to 
the finished product, there is always 
something new to tell the public 
about rubber shoes and canvas rub- 
ber soled shoes; about rubber soles 
and heels; about golf shoes with rub- 
ber soles, of which there is such a 
large an interesting variety. It was 
recently estimated that there are 
approximately 300,000,000 pairs of 
rubber heels used yearly in the 
United States. It is also estimated 
that there are approximately 30,- 
000,000 pairs of rubber soles used 
vearly in the United States. It is 
claimed by reliable makers that good 
soles and heels give excellent wear; 
that they do not make the feet 
warmer if the shoes to which they 
are attached are properly con- 
structed. Among the sales argu- 
ments advanced for rubber heels are 
the noiseless tread effected; the fact 
that rubber heels cushion the shock 
from hard sidewalks and preserve 
the shape of the shoe; that rubber 
top lifts preserve the leather or wood 
heels to which they are attached. 


LAMBERTVILLE, N. J.—The Lam- 
bertville Rubber Co. announces that 
on Feb. 1 all of its manufacturing 
activities will be confined to its plant 
at Middletown, Conn. Activities in 
this town will be continued with a 
large service branch to distribute 
Snag Proof rubber footwear and 
canvas rubber sole footwear to the 
trade in the Eastern States. This 
move is made to effect greater econo- 
mies by the concentration of pro- 
duction in one factory, and will in 
no way affect the sales activities of 
the company. The move is also 
made to facilitate prompt and direct 
shipment from Lambertville, thus 
avoiding congested centers. The 
Lambertville Rubber Co. has been 
engaged in the manufacture of rub- 
ber boots and shoes since 1875 and 
has employed an average of 400 per- 
sons in the plant in this city. Such 
part of the equipment as can be used 
at Middletown, and as many of the 
factory help at Lambertville as will 
desire to work in the new plant, will 
be sent to Middletown. 
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FLEXLUME ELECTRIC DISPLAYS 


Shoe Sales Climb 





LL up and down the street are hundreds 
-in some cases, thousands—of people, 
walking and riding, many of whom need 
only mere reminding to come into your 
store to buy footwear. 


Up over the heads of the crowd and out 
from the building’s front where it com- 
mands attention, you can erect your Flex- 
lume sign-advertisement—strikingly beauti- 
ful and colorful by day; brilliantly attrac- 
tive with electric-lighted words by night. 

No other advertising you can afford will 
produce so much patronage for so low a 
cost. Thousands of shoe merchants have 
experienced gains of 10, 20 and 30 per 
cent as a direct result of Flexlume Electric 
advertising. We will gladly submit 
the facts—use the coupon, no obliga- 
tion. 


Sales and Serrice in Factories: Buffalo. 
° chief  citie of Detroit, Los Angeles 
S. and Ca anada Oaklami, Toronto 
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Who’s Who on the Road 


President Beals Appoints N.S.T.A. Committee Heads. Philadelphia 


Shoe Travelers’ Association Elects Officers 


J. BAKER, formerly with Central 
R. Shoe Company, has joined the 
selling force of Mayer Shoe Company of 
Milwaukee, Wis. He will sell “Martha 
Washingtons” in Michigan, with the 
exception of Detroit, Mr. Baker is well 
known in this territory. 


HE annual 

meeting of the 
Philadelphia Shoe 
Travelers’ Asso- 
ciation was held 
recently, and the 
following men 
were elected to 
manage the af- 
fairs of this live- 
wire group of 
shoe salesmen 
for 1928: 

President, Paul 
S. Lippincott; 
first vice - presi- 
dent, I. Frank Oberfield; second vice- 
president, William J. Miller; third vice- 
president, Frank L. Fitzpatrick; secre- 
tary and treasurer, William F. Schoell. 
New members of the board of govern- 
ors are: R. McClellan and L. L. 
Enow. The various committees and 
their newly elected chairmen are as 
follows: Legislative, Charles Scanlon; 
membership, James H. Moody; employ- 
ment, I. Frank Oberfield; welfare, C. R. 
McClellan; trades cooperative, L. L. 
Enow; entertainment, F. I. Meany; 
railroad and hotel, R. W. Lambden; ath- 
letic, Frank Strout. 


I. Frank Oberfield 


L. CAR- 
¢ LISLE, 
who_ represents 
the Churchill & 
Alden Company 
of Brockton, 
Mass., in Ohio 
and Indiana, was 
a recent visitor 
in Boston and 
called at the of- 
fice of the na- 
tional secretar’ 
N. S. Mr. 
Carlisle came on 
to look over the 
samples for the coming season. He 
says that he feels much pleased with 
prospects, realizing that the advance 
in price helps to standardize and stab- 
ilize styles and also brings more con- 
fidence to those lines which have 
= their customers 100% for years 
past. 


Albert L. Carlisle 


DAVE DAVIS, long time representa- 

tive of Thompson Brothers at Chi- 
cago and other Central Western points, 
visited the Campello, Mass., factory of 
his house and his many friends in the 


By HELEN M. HANEY 


Boston market last week. Following 
his annual custom of a number of years, 
Mr. Davis plans to depart from Chicago 
for Hot Springs on Feb. 18 for a three 
weeks’ sojourn at this popular Arkansas 
health resort and golf school. This year 
he has under his surveillance for golf 
instruction—Harry Silver, with O’Con- 
nor & Goldberg; John Spalo, with The 
Hub; Walter Jensen, prominent in 
Chicago’s financial world, and John 
Hymen, a well-known dress manufac- 
turer. 


PRESIDENT BEALS’ CABINET 


Homer H. Beals, president of 
the N. S. T. A., has appointed his 
official family heads. The chair- 
men of the various committees 
are: Publicity, T. A. Delany, 
Boston, Mass.; Railroad, Charles 
W. Evans, Chicago, IIl.; Style, 
Frank B. King, Chicago, IIL; 
Transfer and Baggage, J. R. 
Sells, Kansas City, Mo.; Legisla- 
tion, Frank L. Armstrong, New 
York City; Hotel, John D. Bax- 
ter, New York City; Membership, 
John Kennally, Philadelphia; Ed- 
ucation, J. J. Kaltenbrun, Colum- 
bus, Ohio; Budget, Clarke B. 
Rowley, Rochester, N. Y.; Trades- 
Cooperative, Frank B. King, Chi- 
cago, Ill.; Insurance, Charles W. 
Morrill, Boston, Mass. 

The appointment of regional 
governors will take place at a 
later date, as it is the intention 
of President Beals to have all re- 
gional governors of the N. S 
T. A. conform as to numbers and 
territories with the regional gov- 
ernors of the N. S. R. A. This 
arrangement is made so that the 
N. S. R. A. and the N. S. T. A. 
may work in closer and better 
cooperation on the plan as out- 
lined by Henry W. Cook, presi- 
dent of the National Boot and 
Shoe Manufacturers’ Association, 
that all of the various local asso- 
ciations of the industry work in 
harmony and as a single unit. 








P. WRIGHT of Boston recently 
* made arrangements to represent 
the B. F. Goodrich Rubber Co., and will 
sell the soles and heels of this concern 
to the shoe manufacturing trade, cover- 
ing New England territory principally. 
Mr. Wright was with the Goodyear 
Rubber Co. for the last ten years, spe- 
cializing on soles and heels; the last 
five years of his Goodyear connection he 
covered the entire United States. He 
knows more shoe manufacturers per- 
sonally, as well as buyers, than perhaps 
any other man in the industry. 


HE ever young Shoe Ambassador of 

New Orleans is out again greeting 
his friends after a three weeks’ siege of 
pneumonia. Billy Camps had a close 
call, but it will take more than pneu- 
monia to put the aforesaid Billy in an 
“oven.” 


F iL Pit zd. 
* PATRICK, 
who. represents 
The Old Colony 
Shoe Co. in Penn- 
sylvania, Balti- 
more and Wash- 
ington, showed 
the latest models 
in the men’s shoe 
line of this house 
at the recently 
held M. A. S. R. 
A., Atlantic City. 
Mr. Fitzpatrick Frank L. Fitzpatrick 
reports that a 

white sport shoe, with black trim, 
leather sole, as well as a white sport 
shoe, tan trimmed, with leather sole, 
are popular numbers. He says that his 
trade is buying tans in darker shades, 
in the proportion of about 40 per cent, 
and that blacks predominate, with 60 
per cent. Mr. Fitzpatrick talks plenty 
of sizes, quality and service to his cus- 
tomers. He was recently elected third 
vice-president of the Philadelphia Shoe 
Travelers’ Association. 


AY JOHN- 
SON is now 

in his territory 
with the Conrad 
Shoe Company 
line of men’s 
shoes. Ray trav- 
els Pennsylvania, 
Virginia and 
West Virginia. 
He has been 
working very 
closely with 
Salesma nager 
William Camp- 
bell, both in the 
factory and on the road, and his knowl- 
edge of the line and enthusiasm for his 
proposition, are bound to bring to him 
a cordial welcome from the trade. At 
the end of his first few days out, he 
reports: “I have made fine progress 
with this line of fast selling shoes to 


"7 


retail at $6 and $7. 


Ray Johnson 


C. ROQUEMORE is covering Mis- 
* souri, Kansas and northern Okla- 
homa for the Helmholz Shoe Co., Cud- 
ahy, Wis. Mr. Roquemore starts the 
season in his new capacity with a real 
“Whiz,” to use the terms of Salesman- 
ager Donovan at the company’s busy 
headquarters. 
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Give Your Insura nce. 
the Bi-Focal Test 

























Yy ” ) Wilf LIP UL, Vd Wf, 


OF Protectio ee 


on and rice 


Every merchant has certain standards by which he judges the merchandise he buys. The measure 
of his success depends very largely upon whether he purchases the right kind of stock and whether 
he buys it at the right price. Whatever other elements may be invclved, he must give most care- 
ful consideration to beth quality and cost. 





While your insurance can scarcely be classed with your merchandise, it*is even more important to 
the life cf your business than any kind of stock cn your shelves, and should be purchased with 


‘ . . I 
just as much—cr even more regard for the fundamentals of quality and cost. In insurance, qual- C 

i ity means protection and cost means the net price you pay. Whenever you buy an insurance =~ 
a 


policy, give it the Bi-Focal test, and be sure how it measures up in protection and price. 


) CENTRAL policies cffer the soundest kind of insurance pretection, backed by ample resources and 
; a reputation for fair adjustments and prompt setilement for honest losses. With confidence in the 
quality of the pretecticn, your secondary interest is in the net premium cost. CENTRAL premiums 
are based on a ncrmal rate for the protection given, but the actual cost is reduced by 30% through 
the dividends returned to our policy-holders. That’s why CENTRAL insurance appeals so strongl; 





to the careful buyer. 


Write us about your insurance, and let us show you the 
kind of protection and the substantial savings that F 
CENTRAL policies offer to you. 
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Manufacturers Mutual Insurance Company ti 
of Van Wert, Ohio. mp 









FIRE AND AUTOMOBILE INSURANCE FOR SELECT RISKS 
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E J. AN- 
¢ DREWS, 
better known as 
“Ed,” after an 
absence from 
the shoe profes- 
sion for the pas: 
few years, has 
gone back to nis 
old profession 
and is now call- 
ing on his trade 
and old friends 
inthe larger cities 
from Boston to 
Chicago. Ed is 
carrying a line of men’s shoes made by 
the Brockton Standard Shoe Company 
of Brockton, Mass., of which James 
Alfred is president and E. J. Andrews 
director. Ed says that he intends to 
“turn the country up side down” be- 
cause of the quality of the merchandise 
which he has to retail at- popular 
prices to volume buyers. 





E. J. Andrews 





= L. STARKS, president of 
the Southern Shoe Travelers’ Asso- 
ciation, and one of the best known shoe 
travelers in the country, is now back 
again on the road, after a few months’ 
well earned vacation, representing the 
reorganized A. E. Little Co.’s line. Mr. 
Starks will cover the cities of the entire 
United States. He says: “I am going 
out with a wonderful line of merchan- 
dise. The patterns and lasts are en- 
tirely new, and are certainly nifty num- 
bers.” Mr. Starks has the reputation 
of being a shoe expert on footwear 
styles for the ladies. ’Twixt trips, he 
may be found at his home, just outside 
of Boston, where he has a library, of 
which he is very fond, containing some 
2000 volumes. 





HARLES AUER, who formerly rep- 

resented the Big K Shoe Co. of Cin- 
cinnati, has severed his connections with 
that concern. 


P. MORSE, 

enephew of 
the founder of 
the “parent” firm 
of Morse & Burt, 
now the Canti- 
lever Corpora- 
tion, has had the 
States of New 
York and Penn- 
sylvania added to 
his New England 
territory. Mr. 
Morse had made 
his headquarters 
during the past 
few years at the New England office of 
Cantilever, 109 Newbury Street, Bos- 
ton. He came over to New England 
originally to assist Joe Murphy, who 
for 25 years or more has covered prac- 
tically every section of the country for 
Cantilever. Mr. Murphy will continue 
to cover Connecticut and western Mas- 
sachusetts, Providence, Newark, Tren- 
ton, Elizabeth, Troy, Albany and bi 
cities in the Hudson River Valley an 
elsewhere. Mr. Morse has had a val- 
uable training with the Cantilever 
proposition, both in the wholesale end 
and in the Cantilever stores, where he 
sold shoes over the fitting stool for 
about two years. He commenced his 





Eben P. Morse 
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shoe business training during high 
school days, but in the midst of things 
the World War came, and he, a lad of 
16 or 17, prevailed upon his father to 
sign the necessary papers to admit him 
to the navy; after the war was over he 
finished school, graduating from Brown 
University, and then back to Cantilever 
shoe work again. His road activities 


cover a period of about four years. He 
will now travel out of Brooklyn, N. Y., 
with headquarters at 410 Willoughby 
Avenue. 


YLIE M. 

HAVENS, 
one of the popu- 
lar members of 
the Indiana Shoe 
Travelers’ Asso- 
ciation, sells rub- 
ber footwear for 
the Goodyear 
Rubber Company, 
Lambertville Di- 
vision, of 1123 
Washington Ave- 
nue, St. Louis. 
He covers Indi- 
ana exclusively. 
For some years prior to 1917 Wylie 
was a retail shoe salesman for the 
well known concern of Brown & 
Hewitt, of Anderson, Ind. Wylie is a 
good handshaker, with the smile of a 
schoolboy or a newsie. He makes 
friends rapidly, is a hustler, and does a 
profitable business. Wylie’s headquar- 
ters are at 810% North Illinois Street, 
Apartment 2, Indianapolis, Ind., where 
mail orders for the “Snag Proof” line 
may be sent to him. 





Wylie M. Havens 





OUIS JOHNSON of Racine, Wis., 
representative for the Racine Shoe 
Manufacturing Company, was seriously 
injured in Milwaukee last month when 
a heavy truck struck him while crossing 
the street at Third and Meincke Avenue. 
Mr. Johnson is at present convalescing 
at St. Joseph’s Hospital, Milwaukee. 


65 





ILLIAM J. 

MILLER, 
sales manager for 
the Hamil ton- 
Brown Shoe Co. 
for the Philadel- 
phia, southeast- 
ern Pennsylvania 
and southern New 
Jersey district, a 
member of the 
advisory board of 
the Boston 
branch of The 
Hamilton - Brown 
Shoe Co., author 
of “A Tip to the Shoe Traveler” and 
other constructive ideas for shoe busi- 
ness building, was recently elected sec- 
ond vice-president of The Philadelphia 
Shoe Travelers’ Association. Mr. Mil- 
ler believes thoroughly in the good 
work that the traveling shoe salesman 
can accomplish by putting into prac- 
tice the success formula of ideas, ideals, 
energy, initiative, aggressiveness, per- 
sonality and system. It is through 
these essential good qualities that Mr. 
Miller has climbed to the top of the 
trade ladder. 





Williom J, Miller 





H. LEGGE covers Central Penn- 

¢ sylvania for the Alfred J. Sweet 
Co.’s branch of the United States Shoe 
Co. Mr. Legge, with J. W. Marlow, 
who covers Pittsburgh and Western 
Pennsylvania; J. C. Caldwell, who cov- 
ers Virginia, Indiana and Delaware, 
and J. J. Scanlon, Philadelphia repre- 
sentative, with headquarters at 444 
South Fifty-fifth Street, showed Sally 
Sweet and other numbers in this line 
at the Atlantic City convention of the 
M. A. S. R. A. They displayed in their 
two-room suite a wide variety of styles, 
in colors and blacks. A wishbone strap 
pattern in honey beige with a 19/8 
Louis heel, and a patent leather two- 
eyelet tie, with 12/8 military heel, 
were reported as popular numbers. 








A group of New England shoe salesmen snapped on Atlantic City’s 


boardwalk between M. A. S. R. 


A. convention sessions, Jan. 25. 
Reading from left to right—Charles A. 


Gleason, who covers Penn- 


sylvania, part of New York and part of Western Massachusetts for 

the Wise & Cooper Shoe Co., Auburn, Me.; Vice-President Andy P. 

Murphy of the Wise & Cooper Shoe Co.; Helen M. Haney, associate 

editor of the RECORDER; President Fred W. Small, president of the 

Wise & Cooper Shoe Co., and Patsy Colella of Colella & Leighton, 
Lynn, Mass. 
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B129—Patent Leather 
B159—Carmel Baby Croco- 


B294—Dark Beige Suede. $5.00 
B282—Gray Suede 5.00 
B122—Honey Beige Kid 

B124—Plaza G id... 





“ROSALIE” 
Special Process 


“CLARE” 


Special Process 


22/8 Heel 


- $4.65 


Profit 





IN STOCK 


GOODYEAR WELTS AND 
SPECIAL PROCESS SHOES 


Makers 








“ACE” 
Special Process 
B101—-Patent Leather... .#4.65 


“PRINCESS” 
Special Process 





z 


B151—Genuine Beige Liz- 


“DELILAH” 
Special Process 


B126—Patent 


B13G6—Beige Calf ...... 


Leather ...#4.65 
4.85 


“RANGOON” 
Special Process 














“BROOKLEA” 


Goodyear Welt 
12/8 Covered Heel 














“NORMANDY” 
Special Process 








84 C 
ne eet on aoa ted on as 
5 ah: nagdesee 5.1F 

= +o B162—White Kia |... 5.15 
B153—Patent Colt.... 4.85 





Henry Hotel 


THE MENIHAN COMPANY 


“REGENT” 





Two Toes— 
B154— Patent, 

Narrow 
B3672—-Patent, 


K Special Process 


19/8 Heel 

Medium 

Toe... 84.35 
Medi- 


um Wide Toe.. 4.35 


SHOEMAKERS FOR WOMEN 


Pittsburgh Office: 


Rochester, N. Y. 


W. A. BARNEY 


Detroit Office: Book CoGiliae Hotel 


P. CALVE 


New York Office: 846 Marbridge Bldg. 
B MOYLAN 


Los Angeles Odice: 107 East Sth Street 


Cc. E. VanDEGRIFT 


, U.S.A. 


Cleveland Office: 1599 
A JE 


San Francisco Om 


“INA” 
Special Process 


“CLARE” 


B152—Genuine Beige Liz- 
ard with Kid to ard with Kid to 
match ......c08- $6.10 Match .cccccccce $6.25 
B230—Black Satin (15/8 
5:00 SIZES AND WIDTHS Cuban) ......... $4. 
5.00 DRE Gi ccverspessanequshwaetiegn ges B232—Patent (15/8 Cu 
6.00 ME 66 sicuvetedeseen sau tet oeebinn ec Ge ban) «+++ .-esees 
4.75 BR cccccccccccccccccccccccccecccce eS to 8 B226—-White Satin (15/8 
4.25 BR inccccccccccccceseccccccccesssseed to 8 a) ae 4.75 
. 4.25 DG cecccccccccccccccccccscceccccccced to 8 
4.75 Terms Net 30 Days 
Twenty-five cents additional for orders of less than three 
pairs 



















Combination Leather Bow 
B296—Honey Beige Kid. .85.00 
B298S—Plaza Gray Kid... 5.00 
B295—Patent Leather .. 4.75 


Cuban and Spanish Heels 





“CLASSIC” 
Goodyear Welt—Covov. 
Heel 


BG92—Genuine Amber 


Alligator ....$6.50 
BGSG—Genuine Taffy 
Alligator ..... 6.50 














New England Office: 
Draper Hotel 
ampton, Mass. 


North s. 
ELLIOTT LA MONTAGNE 
Union Trust Bldg. 

NKS 


ce: Plaza Hotel 
SHINS 


H. S. KUSHIN 
Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 


Write for Agency Proposition 
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‘President Henry presiding. 
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Ohio Valley Men All Set for 


Record-Breaking Convention 


Space for About One Hun- bs 


dred Exhibits Has Been 
Reserved 


COLUMBUS, OHIO (UTPS)—All de- 
tails of the program for the annual con- 
vention of the Ohio Valley Retail Shoe 
Dealers Association, to be held at the 
Deshler-Wallick Hotel, Columbus, Feb. 
13 to 15, have been arranged by the 
committee on arrangements, consisting 
of E. C. Orr, Cincinnati; John J. 

Baird, Columbus, and P. J. Myer, Day- 
ton. Indications point to the biggest 
and best convention in the history of 
the association, which has had many 
years of service to shoe retailers in the 
States of Ohio, West Virginia and 
Kentucky. 

Registration of members and guests 
will take place at the Deshler-Wailick 
Hotel starting at 9 a. m. Feb. 13. The 
opening of the display rooms, which 
consist of sample rooms on the fourth 
and fifth floors of the hotel will be 
one of the first official actions of the 
convention. So far about 100 rooms 
have been reserved for display pur- 
poses, which assures one of the largest 
exhibits of style footwear at any State 
or regional convention. 

The first business session will start 
with a luncheon at 12.30, Feb. 13, with 
President J. J. Henry presiding. The 
standing committees will be named and 
announcements will be made. 

At 1.30 p. m. a demonstration of the 
proper and improper practices in store 
and window lighting will be made by 
Frank S. Hutter, engineer in the Edi- 
son Lamp Works of the General Elec- 
tric Co. at Harrison, N. J. 

One of the big features of the con- 
vention will take place at 2.15 the same 
day, when a demonstration of the 
wrong way to sell shoes will be made 
by a group of salesmen from Akron. 
Jack Hicks, manager of the Bostonian 
Shoe Store, and C. M. Brownfield, man- 
ager of the Weitz Shoe Shop, both of 
Akron, will give the demonstration. 

A special night given over to manu- 
facturers and salesmen, when samples 
will be shown and nothing of a business 
nature to detract from the showing of 
new lines of shoes, will be arranged. 
This will be on Monday evening, Feb. 
13. 

A luncheon at 12.30 will start the 
second day’s business sessions, with 


Buisch of the National Cash Register 
Co. will speak on “Brass Tacks in Build- 
ing Better Retail Business.” Sidney J. 





Eisman, Cincinnati, president National 





Association of Shoe Wholesalers, will 
talk on “The Wholesaler in His Rela- 
tion to the Retailer.” 

Ernest A. Burrill, chairman of the 
plan and scope committee of the Men’s 
Shoe Campaign, will talk on “The Mer- 
chandising Element of the Successful 
Retail Shoe Store.” 

The annual dinner-dance at 7 p. m. 
on the same day will be restricted to 
one speech, which will be made by 
Thomas V. Hendricks of Cleveland, well 
known humorist. Dancing and cards 
will be the principal feature of this 
evening. 

The last session on Wednesday, Feb. 
15, will be devoted to retrospection, 
introspection and prospection on the 
part of the past presidents of the as- 
sociation. Introspection will consist of 
a discussion of styles and dominating 
factors. The discussion of the future 
will be along the line of “What Types 
of Encouragement Does the Shoe Re- 
tailer Need?” and the discussion of the 
present will be along the line of “What 
of Changing Retail Conditions?” 

The report of the committees, elec- 
tion of officers and adoption of reso- 
lutions will close the business sessions. 


Katz Buys Three Depts. 


MEMPHIS, TENN.—Sid Katz of San 
Antonio, Tex., confirmed the report 
that his firm, The Sid Katz, Inc., has 
purchased the three shoe departments 
in the Bry Block Merc. Co., namely, 
The Regal, The Queen Quality and the 
basement departments. These depart- 
ments were all separately controlled, 
but now will be under one ownership. 
Hans Katz, formerly in charge of the 
Katz New Orleans shoe department, 
will personally direct the activities of 
the firm in this city. The women’s 
department is to be moved to the third 
floor and the men’s to the second floor. 
New fixtures and furnishings are to 
be installed at once in all shoe sections. 
This present deal makes twelve shoe 
departments controlled by Sid Katz in 
addition to his shoe factory in San 
Antonio. 


New Lancaster Store 


LANCASTER, OHIO (UTPS) — Papers 
have been filed with the Secretary of 
State chartering the Work & Briner 
Co., Inc., with a capital of $50,000 to 


deal in men’s and boys’ shoes as well | 


as clothing and furnishings. The in- 


corporators are Erway Briner, R. S. 


Work and P. C. Spires. 








EVERY WEEK 





Many Reservations 


for Northwestern Meet 


MINNEAPOLIS, MINN. (UTPS)—It is 
getting to a point where manufacturers 
and traveling men who have not made 
reservations for the Northwestern 
Shoe Retailers’ Convention, March 12- 
14, in the Hotel Nicollet will have to 
hustle to get in with their exhibits. 
Arrangements made for three extra 
good speakers have roused more than 
usual interest in the coming event. Be- 
sides this the novelty of having a con- 
vention that will be in session only 
over the luncheon table, leaving prac- 
tically three whole days for exhibit in- 
spections, is proving attractive. Never 
in the history of the association have 
there been so many new members at 
the opening of the new year as in 1928. 
One and a half open rate for the con- 
vention travelers by railroad is another 
spur to attendance from the Dakotas 
and Montana as well as Minnesota. 

Luncheon sessions to hear speakers 
will be for the first two days, and the 
third day there is to be a round table 
for problems wrestling by the mer- 
chants and the annual election. 

Secretary H. S. McIntyre, 711 Lum- 
ber Exchange, names the three special 
speakers as Miss Hilda Rau, Robert H. 
Foederer Co., Philadelphia, who will 
speak on color harmonies in dress, and 
who was present two years ago; A. H. 
Geuting, president of the National As- 
sociation, who is to make his first trip 
to the Northwest, and whose acceptance 
of a medal in appreciation of his work 
for the industry is recent news here; 
also E. C. Burrill of Boston, chairman 
of the $4,000,000 campaign on men’s 
shoes. He has not spoken before in 
the Northwest. 


Young Now With 
Chase Mercantile Co. 


CINCINNATI, OHIO.—R. E. Young, for- 
merly buyer and manager of the Big 
Store Co.’s women’s and children’s shoe 
department of this city, resigned re- 
cently. Mr. Young is now manager and 
buyer for the basement shoe depart- 
ment of the Chase Mercantile Co. of 
Pontiac, Mich. This latter company 
features the W. L. Douglas men’s and 
boys’ shoes, as well as women’s and 
children’s, popular priced leather and 
fabric shoes, as well as rubber foot- 
wear. 


Kuechle in South Seas 


MINNEAPOLIS, MINN. (UTPS)—H. G. 
Kuechle, manager for the Double Wear 
Shoe Co., 315 East Lake Street, Min- 
neapolis, has taken his family for a 
month’s cruise among the South Sea 


| Islands. 
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“Star Brand Shoes Are Better’ 








This pattern comes five ways. 
The picture is the patent at 
$4.15; the black dull cabretta 
at $4.15; the shell grey kid, the 
roseblush kid, each at $4.50, and 
the white kid, at $4.60 
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Si Tia— 
and plenty of tt 
The same careful atten- 


tion is given to the selection 
of patterns that are pretty 
and practical for “Star 
Brand” shoes that is used 
in making the shoes so 
good. 


The style in “Star Brands” 
is style that lasts, for the 
shoes are good beyond the 
surface. 


They last longer—they are 
better—better to buy and 
better to sell. 





ROBERTS, JOHNSONS RAND 


Aranch a international Shoe 


ST. LOUIS, U. S. A. 
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The Wohl Shoe Company of St. Louis, 
wholesale distributors and operators of 
women’s shoe departments, held their 
fifth annual convention, January 3, 4 
and 5. Each department is under the 
supervision of a manager who, during 
the three-day convention, purchases 
shoes for his department. Part of the 
time is spent in this manner and the 
balance taken up with round-table dis- 
cussions and demonstrations of the 





Merchants in Convention at St. Louis 





proper methods of merchandising, as 
well as proper window displays and 
advertising. On Tuesday, Jan. 3, a 
banquet was given by the company at 
the Hotel Statler in St. Louis for the 
visiting managers and heads of de- 
partments in the home office. The com- 
pany now operates sixty-eight retail 
shoe departments in principal cities of 
the country. They had representation 
from States as far north as North 








New Styles at Regular 
Prices Proving Popular 


CINCINNATI, OHIO.—Business in local 
retail circles is reported to be slow at 
the moment. Semi-annual sales stim- 
ulated business for awhile and were 
responsible for many sales being made 
on new Spring footwear, inasmuch as 
women would attend a sale and find 
the new styles more enchanting. Re- 
tail merchants think black will be at its 
best throughout Spring and several 
have reported that honey beige, rose 
blush and white jade will be good in 
plain or combinations. There is not ex- 
pected to be much change in design, 
although it is predicted that there will 
be a slight tendency toward fancier 
shoes. 

“January was our clean-up month,” 
said E. H. Boese, shoe department man- 
ager of the Mabley & Carew Co., “and 
while we did a fairly good ¢lean-up 
business, many pairs of our new Spring 
styles were moving. Brown suede con- 
tinues to move well; Blonde kid is popu- 
lar; honey beige is very good and will 
get better a little later in the season, 
and black patent is exceptionally good. 
Walking shoes are getting plenty of 
attention and we expect this season to 
be a good one for sport shoes.” 

“Black patent is moving livelier than 
anything in the house at present and 
we expect it to lose very little momen- 
tum as the season ages,” said B. C. 
Morris, manager of Feltman-Curme’s 
local store. “We are beginning to do a 
fairly good business on light colors and 
expect combinations in colors to be very 
good for late Spring. We have been 
doing a bigger business on black than 
on tan in our men’s department, but tan 
will take the lead when men start don- 
ning light Spring suits. Our business 


in both departments was considerably 
better for January of this year than for 
the same month of 1926.” 








Two New Departments 


INDIANAPOLIS, IND. (UTPS)—The 
management of Jud’s Men’s Duds, one 
of the leading furnishing shops in this 
city, have announced the opening of 
men’s footwear departments in each of 
their stores, 15 North Pennsylvania 
Street and 19 East Ohio Street. The 
shop in Pennsylvania Street is being 
remodeled and redecorated in a dis- 
tinctly college style and will cater more 
to the college and high school student. | 
A complete line of Bates Eight foot- 
wear will be featured exclusively. One 
of the attractions of the new shop will 





be the free service of cigarettes bearing 
the company’s monogram to all patrons 
while being served. E. J. Bradley, well 
known in the city and lately connected | 
with the Tru-Pe-Dic shoe shop, will 
have charge of the departments of | 
both shops. 


R. H. Fyfe Celebrates 
Eighty-eighth Birthday 

Detroit, Micu. (UTPS)—Richard 
H. Fyfe, dean of Detroit shoe mer- 
chants, observed his’ eighty-eighth 
birthday on Jan. 4. 

From a small shoe store, opened in 
1865 on a loan of $1,000, the R. H. Fyfe 
& Co. own the largest retail shoe and 
hosiery store in the world. 

In spite of his mounting years, Mr. 
Fyfe is still active and may be seen at 
the store regularly. 


Moore With Cinderella 


AMARILLO, TEX. (UTPS)—Bryan 
Moore, formerly with the Wilholt’s, 
one of the best shoe stores in this city, 
has resigned his position to take charge 
of the Cinderella Slipper Shop which 
opened last week. The new establish- 
ment is featuring women’s footwear 
and hosiery. 











Dakota, south to the Gulf, Nebraska in 
the West and New York from the East. 
Some ninety men attended the banquet, 
and the main address was given by 
David P. Wohl, president, who also 
acted as toastmaster. He brought out 
that the Wohl Shoe Company was con- 
stantly training new men who could 
prepare themselves for managerial po- 
sitions and take charge of new depart- 
ments. 


Clearance Sales Are Over; 
Spring Openings in Order 


Boston, Mass.—Sales ended with the 
last of January, in the majority of 
cases, and are reported as very satis- 
factory. 

The snowstorm which started in on 
a recent Saturday brought a flurry of 
trade on rubber shoes, with practically 
every woman in the city wearing either 
the long or the short types of gaiters. 
All golosh styles sold well. Exclusive 
men’s stores reported a good customer 
response on both gaiters and low rub- 
bers. Legettes and other members of 
the legging family were active. Sport 
hosiery for both men and women was 
in fair demand. 

Chiffon hosiery in light shades of 
beige continues to be the best number. 
Windows are showing beige shades in 
shoes and hosiery, with browns in me- 
dium shades in alligator; kid, calf and 
suede. Many Colonial effects, with bril- 
liant buckles, are noted. Ties and 
straps, with medium heels, lead in the 
showings. In evening shoes, navy blue 
velvet and the same shade in kid are 
noted, as well as a wide variety of 
paisley effects. 

New shoes are beginning to arrive 
and about Feb. 15 the advance Spring 
footwear showings will take place. Re- 
tail shoe merchants interviewed say 
that the fashion footwear stage seems 
to be all set for brown tones for early 
Spring. 


Opens Store in Dayton 


DAYTON, OHIO.—G. A. Spraley, who 
for the past eleven years has been man- 
ager and buyer of Oelman’s of Dayton, 
has opened a new store at the entrance 
of the New Arcade. The name of the 
store is Spraley’s Footwear Shop, Inc., 
and it will feature Red Cross shoes. 
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Why we advertise 
for Men 


; HY does the J. C. Penney Company constantly ad- 
vertise for men?” This question is asked frequently. 

The reason we advertise is NOT that men leave us. 
Less than one per cent leave—and most of them, sooner 
or later, try to get back. 

We advertise for men because of our very rapid 
growth. Already the largest chain department store or- 
ganization in the world, we are adding more than 100 
new stores each year. Six months ago, 885 stores; now, 
954; so it goes. 

Every time we open a new store we have to take a 
man from the ranks to manage it, and also supply him 
with a staff. There are always gaps to be filled. 

In addition, the stores already established constantly 
need more men to take care of the ever-increasing vol- 
ume of business. Sales in 1926, $115,683,023; last year, 
$151,954,620; so it goes. 

“But,” you say, “do not thousands of men apply for 
positions with this great organization?” 

Yes—they do. And some of them are taken on. But 
we need more good men than this source provides. We 
know that the J. C. Penney Company offers a very un- 
usual opportunity—unusual in money rewards, unusual 
in the deeper satisfactions of life—so unusual that men 
with stores of their own have even sold their businesses 
to start all over again with us. 

The man who makes good with the J. C. Penney Com- 
pany is a man marked for far more than ordinary success. 
Your own inquiries will prove this to be true. 

We must have men who measure up to this opportu- 
nity—men who match retail ability and experience with 
the stuff of which great merchants are made. For the men 
we employ this year must carry on the J. C. Penney Company 
business in future years. 

And so we advertise. But at the same time we continue 
to increase our number of stores. And every store is 
managed by a co-partner who has not only a good salary 
anda share in the profits of his store but an opportunity 
to share in the profits of all our stores. 

The whole story, as it may affect you and your future, 
is in our new booklet, “ Your Next Ten Years.” If you 
are between 25 and 35 years of age, experienced in selling 
drygoods, men’s wear or shoes and are the kind of man who 
looks ahead, send for this booklet. Address our nearest 
office—and be sure to give your age and experience. 


She J. C. PENNEY Company 


Russ Bldg. 1010 Pine Street 
San Francisco, Cal. St. Louis, Missouri 
Room 1323 Room 1049-G 


330 West 34th Screet 
New York City 
Room 1502-G 
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Concave Arch 






Means 
Better Value 


and 






ONE DAY 
SERVICE 
ON ALL 
ORDERS 


Bigger Volume! 


















Capezio Concave Arch Hard Toe Ballet 
is built on the New Balancing Last (pat- 
ent pending). Made of finest material. 
Long wear, perfect fit and beautiful ap- 
pearance, guaranteed. 

Conforms instantly to the shape of the 
foot. Full stock also in soft toe ballets. 
Black Kid, Black, Pink and White Satin. 


Send for samples and 
catalog of complete line. 


Over 40 years Master Builder 
of Dancing Footwear 


Dept. C 209 West 48 Street 
NEW YORK CITY 



































An Ornament That Can Be 
Used on a Strip or Gore Pump, 
the Original American Beauty 
Rosette. 


} Hundreds of met 
‘chants are enjoyin 
profits with the Man 
lis Original Rosett: 
We are making this 
ornament in thre« 
colors—Black, Blond 
and Light Grey—all 
silk, with large siz 
Rhinestone center. 








Style 98 
Three Row Bows, 
$9 per doz. pr 
Five Row Bows, all 
colors, $11 per doz. pt 


We manufacture a complete line of Shoe Buckles 
Strap Ornaments, Vamp Ornaments and Rhinestone In 
step Straps. 


Colonial Buckles .......... $6.00 to $30.00 per doz. prs. 
Strap Ornaments ........ 4.50 to 10.00 per doz. prs. 
Vamp Ornaments ......... 2.50 to 12.00 per doz. prs. 
Cut Steel Buckles......... 1.00 to 17.00 per pair 


A complete line of Men’s and Women’s Spats. 


Manolis Manufacturing Co. 
4248 No. Crawford Ave. (near Elston) 


Chicago, Illinois 
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Hotel Not to Blame for 
Fee at Texas Convention 


DALLAS, TEX.— During the recent 
convention in this city of the Texas- 
Oklahoma Association, a registration 
fee of $5 was charged each delegate 
te cover entertainment and incidental 
expenses of the convention. The work 
of collecting this fee was assumed by 
The Adolphus, the official convention 
hotel. This fact led many to assume 
that it was an additional charge im- 
posed by the hotel management, 
whereas, says A. M. Compton, assis- 
tant manager, “the convention commit- 
tee requested that the hotel collect the 
fee; and the hotel, understanding that 
the members of the associations had 
been informed of the $5 fee, agreed to 
do so aS an accommodation. 

“We have learned that a number of 
these men were greatly displeased. As 
soon as we learned of this feeling, we 
instructed our cashiers to discontinue 
the collection of this fee when the 
guest complained, and to refer the 
guest to the committee for collection. 
We are anxious to have the trade know 
that the charges were not made by 
the Adolphus Hotel and that the 
money did not go to the hotel but to 
the committee to defray the expenses 
incurred.” 


New Store for Albuquerque 


ALBUQUERQUE, N. M.—One of the 
most up-to-date stores in this section 
will be opened about March 1, if the 
plans of Louis Karesh are carried 
through. He moved here from the 
East recently with his family and 
plans to have his store at the present 
location of the Marcus Shoppe, 210 
West Central Avenue. Mr. Karesh, 
who has been in the wholesale and re- 
tail end of the shoe business for 
twenty years, expects to carry a big 
line of shoes for men, women and chil- 
dren in a wide range of prices. 





Lund Buys Store 


NEW HAVEN, Conn. (UTPS)—John 
P. Lund & Co., have taken over the 
store formerly known as The Boston 
Branch Shoe Store, at 845 Chapel 
Street. High grade Boston Branch stock 
is being sold off at prices so low as to 
move it quickly, to make way for the 
remodeling planned by Mr. Lund. 

Mr. Lund savs “We were on State 
Street fifteen years. where we built 
up such a trade on Wilbur Coon shoes 
that we became one of the three larg- 
est retailers of them in New England.” 

Purchase was made on Jan. 9. 


Eckert Shoe Chairman 


NEW ORLEANS, La. (UTPS)—Fred 
W. Eckert, manager of the Imperial 
Shoe store, has been selected as chair- 
man of the shoe division of the Retail 
Merchants Bureau of the Association 
of Commerce, according to Sam Dun- 
bar, secretary of the bureau. 

Mr. Eckert succeeded E. J. Sanders 
of Kreegers. Philip Schiro of Schiro, 
Inc., was chosen vice chairman of the 
division. He succeeded E. P. Himel, 
manager of Marks Isaacs shoe depart- 


Displays Auto Plates 


PENN YAN, N. Y.—H. M. Smith, 
one of the leading shoe dealers of this 
town, has obtained much favorable 
comment on an interesting display of 
automobile license plates in the win- 
dow of his store. The plates date from 
the time in which they were first sup- 
posed to have been issued up to 1928. 

The display which, in addition to 
gaining much valuable advertising for 
Mr. Smith in his own town, also was 
the subject of feature stories in the 
Rochester and Buffalo newspapers. It 
effectively disposes of the contention of 
some veteran motorists that the New 
York State plates of today “ain’t what 
they used to be,” for most of the early 
ones included in Mr. Smith’s exhibit 
are of more fragile construction than 
the present ones. 


New Forsythe Shoe Store 


CINCINNATI, OHIO.—The Forsythe 
Shoe Corporation, with offices in New 
York City and stores in principal cities, 
recently opened a store here in a splen- 
did Fifth Street location. L. D. Macher, 
general manager of the firm, was here 
for the opening and declared himself 
well pleased with the business the new 
store has started out doing. Pirate 
boots were featured at $1 per pair and 
full fashion chiffon hose at $1. The 
store is finished in “collegiate stucco” 
and has a seating capacity of sixty- 
four. J. Speigle, formerly of the H. M. 
& R. Co. of Cleveland, has been in- 
stalled as manager. 


Staiger Co. Liquidating 


PORTLAND, ORE. (UTPS)—After 21 
years in business here, the Staiger 
Shoe Co. finds it necessary to liquidate 
its affairs and go out of business. 

Meeting with financial reverses 
which they have been unable to over- 
come, the firm has made an assignment 
of its stock. During almost a quarter 
of a century this firm has been in busi- 
ness it has built a splendid reputation 
for high class merchandise and fair 
dealing. 


Discontinue Men’s Shoes 


GALVESTON, TEx. (UTPS)—The Roy- 
al Boot Shop of this city is discontinu- 
ing its line of women’s shoes. The 
space formerly used for housing, dis- 
playing and fitting women’s shoes will 
be devoted to caring for the increased 
stock of men’s shoes the company will 
handle in the future. The company 
is located at 421 Twenty-first Street. 
The line of women’s shoes was disposed 
of at a special sale a few days ago. 


Adding Shoe Department 


MexiA, Tex. (UTPS)—The Melton 
Dry Goods Co. of this city is adding a 
complete shoe department to its estab- 
lishment. The new department will be 
on the main floor of the big building. 
A complete line of footwear and ho- 
sierv for men and women will be carried 
by the new company. L. L. Touchstone, 
formerly with Ceeves Brothers, will be 





ment. 


manager of the new department. 
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Early Spring Styles Find 
Favor in Cincinnati 


CINCINNATI, OHI0.—Retail  mer- 
chants report January semi-annual shoe 
sales to have been the most success- 
ful in years, and admirable weather 
has stimulated sales of footwear at 
spring openings. Brown kid, black 
patent and brown suede are all moving 
well and light shades of kid and calf 
are starting to move in fairly good 
volume. Some of the stores and shoe 
departments. that had white kids in 
stock made many sales on them during 
the last two weeks of January, as many 
Cincinnatians left for the South the 
latter part of the month. The demand 
seems to be pretty well distributed 
among pumps, straps and tie effects, in 
which respect virtually no change is 
inticipated throughout the entire 
spring season. 


Buys Partners’ Stock 


Warsaw, INpD.—William J. Davidson 
has purchased the entire capital stock 
of the shoe firm of Balduf, Barrows & 
Davidson, Inc., and has incorporated un- 
der the name of W. J. Davidson, Inc. 
Mr. Davidson plans to redecorate the 
store and to make it one of the most 
modernly equipped establishments in 
this section. The new proprietor of 
this store has shown progress from the 
start. He commenced his connection 
with this concern in 1909, working 
morning and evenings after school. 
This was in “the old days,” when the 
store was owned by Fred Rice. In 1915 
Mr. Rice sold the business, and the firm 
of Balduf, Barrows & Davidson, Inc., 
was formed. In 1921 Mr. Davidson 
went to Rochester and joined the sales 
force of Utz & Dunn Co., traveling New 
York State. 


Pierce to Open Store 


PLAINVIEW, TEX. (UTPS)—C. A. 
Pierce, for many years manager of the 
Plainview Mercantile company which 
recently was sold to Barrier Brothers, 
announces he will open a new store in 
the Skaggs Building. Mr. Pierce is 
now in the East buying stock for his 
new enterprise. He will carry a com- 
plete line of shoes and hosiery and will 





| buy this stock before returning to 
Plainview. He expects to open the 
new business in February. 
Open Ninth Store 
CLEVELAND, OHIO (UTPS) The 


new store opened up at Broadway and 


Fast Fiftv-fifth Street, Cleveland, 
brings Cort & Berkman’s chain up to 
nine local stores. They also operate 
one shoe store in Lorain. Ohio. Syd 


Cohen, formerly with the Barney shoe 
stores, has been appointed manager 
of the new Broadway store. 


Paul Stock Damaged 


HOUSTON, TEX. (UTPS)—Fire 
originating in a moving picture show 
operating in the same building, dam- 
aged the stock of the Paul Shoe Store 
here a few days.ago. Arthur Voekel, 
manager of the store said the greater 
| part of the damage was due to water. 
| The loss was covered by insurance. 
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Slippers That Sell 
Satisfy and Repeat 


QUALITY STYLE CHARACTER 
MERCHANDISE AT POPULAR PRICES 





We have a Style for Every 
TRADE ‘REQUIREMENT: 
MEN’S, WOMEN’S & CHILDREN’S in 


all combinations: LEATHERS, 
SATINS, WOOLSKINS & SUEDES 





The 1928 LINES 


WAIT FOR THE “KOZY KOMFORT” 
SLIPPER LINES: Our Salesmen 
NOW SHOWING COMPLETE LINE-UP 


ALL SLIPPERS “IN STOCK” 
Write today for Details 


Kozy Komfort Shoe Mfg. Co. 
1701 Richard, Milwaukee, Wis. 




















IMPORTED— ENGLISH 
VANITY iter Boee 


(] SHOE ORNAMENTS [] IN STOCK 


: After it became evident that 
ay OR the want of a shoe leather was set for a continual 


ornament, a sale may be rise, we immediately covered 
? ourselves for a very large quan 

. lost. For the want of tity of leather, enabling us to 
make up this boot, and althoug) 

profits may be lost. For we were caught in the first ad- 


vance of leather, we avoided 


the want of profits, a business the many other advances since, 


which had we not done, would 


may be lost. 
have compelled us to ask a 


Q much higher price for this boot 
Vanity bows and ornaments However, in order to build uy 
have saved many a sale. It’s still greater the rapidly grow 

* ° ing demand for our imported 
the little things that count. boots, we shall continue to sel! 
this boot without any advanc: 
over last year’s prices as long 
as our present stock holds out 


Ask your manufacturer to show —Men’s $16.50, Women’s, $14.50 
It will be to your interest t: 


you the new Vanity Leather stock up and avoid all futur: 
Ornament creations for Spring advances. 

and Summer, for we sell manu- 
facturers only. 











B-5718 


COLT CROMWELL CO., Inc. 


Established 1899 


1239 BROADWAY NEW YORK, N. Y. 















































1261 Atlantic Ave., Brooklyn, N. Y. 
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Open Your Door 
to Bigger Profits with 


American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 








AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, your helpful 32-page 
book, *“New Styles in Shop Seating.’ 


Name 

Address 

City 

I OR iscicntitenicinriniinnitttitaniasaiiins 

















Five Great Features 
{ Greater seating capacity—chairs in- 
terlock. 
Greater beauty of finish and design. 


Greate fort for r 
Gusecdenttinn~deteoan gue 1016 Lytton Bldg. WD Chicago, Illinois 


anteed against breakage. 
Greater economy in cost. 15 years of Branch Offices: 


i N York: R. 601.119 W. 40th St. 
experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. way heii 


Bosten: R. 302-69 Canal St 
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WHERE TO BUY 
Men’s Shoes 


SE 6 





Richards & Brennan Co., Randolph, Mass. 


‘een. 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 














NATIONAL NEWS 


SATURDAY, FEBRUARY 11, 1928 


EVERY WEEK 





Columbus Shoe 
Plants Booking 
Increased Trade 


Orders Call Mainly for Imme- 
diate Shipment on Patents 








Carried Stock 


at 
11 South Street 
Boston 
BROCKTON 
CO-OPERATIVE 
BOOT & SHOE 
COMPANY 
Factory 


and Colored Kids 


COLUMBIA, OHIO (UTPS)—Since the 


| closing of the Chicago show held in | 
| conjunction with the National Asso- 
ciation meeting and other shows held | 


with State retail association meetings, 
there has been quite a noticeable in- 
crease in business booked by Columbus 
shoe factories. Most of the orders 


booked call for delivery between Feb. | 
15 and March 25, although orders are | 
being booked for immediate shipment. | 








Brockton, Mass. 








EAST WEYMOUTH. MASS. U 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 























M. a. PACKARD CO., Makers 
——_i 


ON 





NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 














| ly busy season. 





In fact this part of the business is ex- | 


ceedingly prominent as a larger per- 


| centage of business, at some of the fac- 
tories at least, is being booked for al- 


most immediate shipment. 

Sales are distributed largely among 
patents and colored kids. 
are gaining in prominence as it now 
appears that colored kids will be quite 
large, 


and sales are still big. 
Advances in prices, made following 


| the last season, are not causing much 


hesitancy on the part of buyers, as the 
advances made by Columbus factories 
are commensurate with those of other 


| factories. 


The H. C. Godman Co., operating a 
number of manufacturing units in 
Columbus and Lancaster, covering all 
lines of footwear, reports an exceeding- 
All of the plants are 
operated to capacity and orders have 
been booked which will keep all units 
busy until March 15 if not later. 

The Riley Shoe Manufacturing Co., 
operating a woman’s shoe factory on 
South Park Street, reports orders com- 
ing in briskly. Shipping is also brisk 
and both the manufacturing and the 
shipping departments are rushed. 
Bookings of orders at this factory run 
up into April and in some instances 
to April 15. W. S. Kennedy, general 
manager, reports that honey biege and 
rose blush in colored kids are the best 
sellers. There is also a good demand 
for harmonizing combinations of light 
colored kids made up with a _back- 
ground of darker colors. Reptile skins 
of all kinds will also be good for the 
coming season and as a result sales of 
patents are slipping. 

The Lape & Adler Co. is having a 
busy time at its factory, as shipments 
for the spring season are unusually 
heavy at this time. Colored kids are 
one of the big features at this plant 
while a good many staple shoes are 
also being sold. 

Louis Thoman, manager of the Co- 
lumbus Shoe Co.. manufacturers of 





| tail stores. 


The latter | 


especially for the pre-Easter | 
trade; patents are still the staple line | 





turns and welts for misses and children 
reports the factory busy shipping out 
spring orders. The large part of the 
spring business has been booked, al. 
though additional bookings are coming 
in constantly. The capacity of the fae. 
tory, which was increased to 500 pairs 
daily, is being kept at that level in or. 
der to get out the orders promptly. Pa. 
tents are predominating in all kinds of 
shoes with colored elk skins next jp 
popularity. Mr. Thoman predicts g 
continued good business for the coming 
season. 

The G. Edwin Smith Shoe Co., oper. 
ating a factory on West Long Street, 
reports a busy season at its factory 
which supplies the Nisley Chain of re- 
Styles for spring, accord- 
ing to Raleigh Lee, run largely to light 
colored kids with patents still the big 
feature. Heels are about the sani as 
during the last season and run from 
14 to 20 eighths. Toes are rounded 
with medium lasts. Mr. Lee expects a 
fair demand for combinations and light 
colored footwear up to Easter with a 
reaction toward blacks after that time. 


Miss Miller Retires as 
Head of W. S. Chase & Co. 


HAVERHILL, Mass.—Miss Edith J. 


| Miller, for ten years president of the 
| W. S. Chase & Co., shoe manufacturers, 


retired from that position on Feb. 1. 


| Miss Miller was one of the few women 


executives in the local industry and 
had been eminently successful in her 
connections. She retires to devote sev- 


| eral years to study and travel abroad. 


The W. S. Chase company is one of the 
best known slipper firms in this city 
and Miss Miller had been its directing 
head for nearly eleven years, advancing 
to the position of president in 1917 
after serving the firm as_ bookkeeper 
for several years. She was acquainted 
with all the details of modern shoe pro- 
duction, as well as being informed on 
all raw materials and general market 
conditions. 


New Concern Takes Over 
Plant in North Easton 


NorkTH EASTON, MaAss.—After hav- 
ing been idle for nearly three years 
since the company liquidated, the large 
four-story factory of Reynolds, Drake 
& Gabel here has been leased by a new 
company, and arrangements are being 
made for the start on production of 
men’s welt shoes. Officers of the new 
company are: Frederick W. Cox of 
Newtonville and George Chapin of 
Brookline. Mrs. Lula M. Reynolds and 
Martin E. Reynolds, both of this town, 
also are interested in the new venture, 
the former being owner of the plant. 
Definite organization is expected to be 
perfected within two weeks. 
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Shoe Market News 
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| and is in full charge of sales. 
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ing concerns, 





Herbert F. Hatch 


tage 


possible. 








Standard Shoe Co. Starts 


BrocKTON, Mass.—Following reor- 
ganization, the Standard Shoe Co. has 
begun cutting in its factory at Mon- 
tello for production of 400 pairs a day 
of men’s welts, and as soon as the fac- 
tory is in full operation the concern 
hopes to increase to 750 pairs daily. 
Employment will be given to about 50 
hands at the start. The officers of the 
new company are: 


converting com- 
pany, to be 
known as The 


United Convert- 
ing Company, the 
ownership of 
is to be 
vested in a num- 
ber of reputable 
shoe manufactur- 
is 
being organized. 
In many respects 
it is a coopera- 
tive movement designed to take advan- 
of buying and production econo- 
mies which its size is expected to make 
Shoe manufacturers who be- 
come members will be enabled to ef- 


A Progressive Development in the Shoe 
Lining Market 


Boston, MAss. 
—A new cotton 


etc. 


the country. 


who has been 
known to the 


the latter concern. 





bership therein. 


| Cincinnati Man Predicts 





Vogue for Beige and Black 


CINCINNATI, OHIO.—Local shoe man- 


ufacturers continue busy and several 
are accepting orders at old prices, in- 
asmuch as they had leather on hand 
that was bought before the recent 
leather advance. Reports are to the 
effect that the next raise in wholesale 


| shoe prices possibly will come sooner 


Dr. James Alfred, president of the 


Union Shoe Co., who recently purchased 
control of the Standard Shoe Co., pres- 
ident; James L. Alfred, clerk; other 
directors, Peter Woychunas and Peter 
Tamul. Mr. Tamul also will serve as 
production manager. 

The fact that Mr. Alfred has pur- 


chased control of the new company in | 


no way will affect the affairs of the 
Union Shoe Co., which at present is 
running to capacity. 


H. F. Johnson Joins the 


Silverite Gutterman Co. 


Boston, Mass,—Following the res- 
ignation of M. S. Silver, announcement 
is made by the Silverite Gutterman 
Co.,importers and exporters of leather, 
cut soles and shoe findings, that the 


| company will be conducted under the 


management of Louis Gutterman, 
Howard F. Johnson and John F. Cole- 
man. 


Mr. Gutterman, being active head 
and financial backer of this concern, 
has always been in close touch with 
all departments and has had a long 
and successful experience in_ the 
leather and other industries. Mr. 
Coleman, a member of the firm, has 
been with the organization eight 7 

r. 
Johnson for the last three years has 
been buyer of all leather and materials 
for the three factories owned by M. 
Samuels & Co., Inc., of Baltimore. 


ior to this he was with the George 
E, Keith Co. for fourteen years as su- 
perintendent of their plant at North 
dams, Mass. 





and be sharper than was anticipated. 
Plenty of orders are coming in for 
future shipment and some for imme- 
diate delivery. Factory officials are of 
the opinion that this is going to be a 
very strong season on beige and indica- 
tions point to an equally good season 
on black. 

“An unusually large volume of orders 
are coming in on black patent,” said 
Tom Cahill of the P. Sullivan Shoe 
Co., and we expect it to remain strong 
through early and late Spring. We are 
receiving a very satisfactory amount of 
orders from road salesmen on all the 
popular shades from brown to beige, 
some specifying immediate shipment, 
but the majority for March 1 to 15 de- 
livery. Our factory is running at ca- 
pacity, building both corrective and 
walking shoes. We are accepting orders 
at present at old prices, but will go 
higher as leather prices advance.” 

“Orders coming to this factory since 
Jan. 15 have been pretty well divided 
between colors and black,” said Fred 
Roth of the Roth Shoe Manufacturing 
Co. “Beige is good and we expect it 
to get better as the season advances, 
and present indications point to white 
as being exceptionally strong for late 
Spring and Summer. Our prices will 
stay on a level with the leather mar- 
ket.” 


Siegel & Fried Move 


New York, N. Y.—Siegel & Fried, 
shoe jobbers catering to department 
and chain stores, for the past two years 
located at 102 Reade Street, have moved 
to larger and more convenient quarters 
at 78 Reade Street, near Church Street. 


The United Converting Company is 
being promoted by Herbert F. Hatch, 
long and favorably 
shoe manufacturing 
trade as vice-president, treasurer and 
general manager of the W. H. Hol- 
brook Company, and, since the merger 
of that company in the National Fab- 
ric & Finishing Company and until re- 
cently as director, secretary and man- 
ager of the Shoe Goods Department of 


A prospectus has been issued de- 
scribing the aims of the company and 
the benefits to be derived from mem- 


fect substantial savings in their pur- 
chases of fabric linings, cover cloth, 
It is planned to offer member- 
ship to manufacturers in all parts of 
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WHERE TO BUY 
Men’s Shoes 








Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN ROBINSON 


NORTHAMPTON, ENG. 
Representative: 
F. D. Connor, Manchester, N. H. 








TED 


50 STYLES IN STOCK 
Ready for Delivery en the Det 





EMERSON SHOE MFG. CO. 
Rockland, Mass. 














Bion F-Revno .pbs Com. 
_BROCKTON, MASSE. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Got to Be Stetsons 8% 
- 


WHERE TO BUY 


THE STETSON SHOE CO., Inc. 
Shoe Buckles 





South Weymouth, Mass. 














TriFart & De ALTERS 


Importers and Manufacturers 
°. 


CUT STBEL 
RHINESTONE 


SHOE ORNAMENTS 
101-103 West — 


BEADED 


New York 





qe 
CUT_STEEL— E 
IMITATION STEEL 
BEADED 
SHOE BUCKLES 
A. & H. VEITH, INC. 


—I/ m portere— 
9-11 Kast 38th, New York 





CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 


MAISON, MANN, INC. 


‘ormerly 
BAUER & MANN 
3 West 29th St., New York 


AA AD AAAAAA 
wwrvvvVVVCTS 
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WHERE TO BUY 


Women’s Novelties 


6 








$3 to $6 Sellers 


Black Patent 
Trimmed 

with gold, silk, honey 
beige is the safest 
combination now. 
styles in stock. Write 
for circular. 
Samuel Cohen 

Shoe Co. 


72 Lincoln St. 
Boston, Mass, 

















Latest Styles at 
oscuro deg 
"143 $T-MEW WRK CTY) 














Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 


Send your orders and de- 
scribe the shoe you need. 
Louis Halpern Shoe Com- 
pany, ine, 147 Lincoln 
Street, Boston, Mass. 


WHERE TO BUY 


Men’s & Women’s 
Slippers 
























PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Pa’ 
$27.00 per doz. and up. 
















Men’s All Leather House Slippers 


IN STOCK 
Romeos — Operas 
Everetts 
Golden Brown Kid 
——Hand Turned—8 
Iron Sole—Rubber 

Heel. 





Haverhill Factories Are 


Permanent Improvement Expect- 
ed From Investigation Now 
Under Way 


HAVERHILL, Mass.—Now that peace 
has been restored in the local industry, 
local manufacturers have announced 
that they are prepared to fill all orders 
and give assurances of prompt deliv- 
eries on Easter merchandise. Local 
plants are now operating on full time 
with regular schedules fast being at- 
tained. Overtime operation has per- 
mitted many of the establishments to 











assure shipments on late February 
business. 











Send for samples 


ROTH & ROSENBERG SHOE CO. 
124 N. 


Beco O* the Better Grade 
|? y é For the Better Trade 
po 
fo lil 


3rd St., Philadelphia 








_ ~<—) 
| Best~Ever \ 


Slipper Co. Ine, 














Full stability for the remainder of 
the season is assured, with indications 
that local conditions will show lasting 
improvement. A Board of Inquiry, 
composed of three representatives of 
the manufacturers and three of the 
union, is engaged in a thorough study 
of the industry and wiping out many 
of the inefficiencies and retarding in- 
fluences that have been a thorn in the 
side of both employer and employee. 

The spring goods will come through 
the local factories with accustomed 
regularity, it is. assured. The new 
spring patterns have a general allure. 
The shoe men were successful in book- 
ing substantial business at the style 
shows and through follow-up trips into 
the big city markets. Settlement of 
local controversies was _ sufficiently 
prompt to avoid cancellations and, al- 
though getting off to a late start, the 
shoe men do not feel that they have 
sustained serious injury. 

The light, dainty one-strap patterns 
is the predominant number. The front- 
strap effects are both smart and dis- 
tinctive and carry all the desired airi- 
ness of spring. The ties follow straps,- 
with pumps next in order. Black patent 
and the light tones are in equal demand. 
Combinations are many and effective. 
Bright colored kid is also coming into 
more notice. 


George Gregory 
Is P. Sullivan Director 


CINCINNATI, OHI0O—George Gregory, 
the well known shoe manufacturer, sales 
manager and stylist, has recently joined 
the P. Sullivan Shoe Co. as stockholder 
and a member of the board of directors. 
Mr. Gregory is a welt shoe believer and 


maker of long standing and therefore | 


his new connection with a concern that 
has always made a high grade welt shoe 
is a most happy one. He feels that the 
time for successful manufacturing was 
never better than at present, and says 
that not since he gave up manufactur- 
ing the old line of R-G shoes in Lynn, 
Mass., has anything appealed to him as 
has the P. Sullivan connection. Before 
joining .the Rickard-Gregory Co. of 
Lynn, Mr. Gregory was for many years 
manager of the old firm of Val Dutten- 
hofer’s Sons Co. of this city. He was 
later appointed general manager of the 
R-G Shoe Co. of Lynn. Since then he 
has been engaged in styling shoe lines, 
among them some of the largest in the 
country.. His last connection was with 
the Carlisle Shoe Co. 




















C. Grimsrud Resigns 


MINNEAPOLIS, MINN. (UTPS) — After 
45 years in business, Christian Grims. 
rud has resigned the presidency of the 
Grimsrud Shoe Co., Minneapolis, to be 
succeeded by his son George T. Grims. 
rud and son-in-law George W. Hinson 
in management of the business. He 
will move to Santa Monica, Cal. }orty 
years ago Mr. Grimsrud organized the 
shoe department of the Golden Rule 
store, St. Paul. Five years later he 
became manager of the shoe depart. 
ment which he organized for Hillnian’s, 
Chicago. Twenty-seven years ayo he 
organized the Grimsrud Shoe (Co. jn 
Minneapolis. Mr. Grimsrud was born 
in Norway in 1863 and six years later 
came to the United States. 


Mystery Shoe Still 
Unexplained Mystery 


On display at Chicago during the 
N. S. R. A. convention was a mystery 
shoe. The sole, upper and top were 
all enclosed in leather, stitched and 
fastened together. The shoe hai no 
direct opening through which a last 
could be withdrawn. 

No shoe man gave the correct 
tion, but Charles LaForres of Sonora, 
Cal., came nearest to sensing the mak- 
ing of this, shoe. His final deduction 
was certainly interesting, for he s:id: 

“There is not one in ten thousand 
in the shoe business today that could 
build or guess how this shoe was made, 
and even if they could, they would not 
go to that much trouble, because liv- 
ing can be made much easier than 
that.” 

The three judges technically agreed 
that he was closest to the solution 


solu- 


Ohioans Bowl 


PORTSMOUTH, OHIO (UTPS)—A bowl- 
ing team representing the Lape-Adler 
Co., of Columbus journeyed to this city 
recently and administered a defeat to 
the Arch Preserver bowling team of 
the Selby Shoe Co. The total score 
was 2940 to 2931. The match was un- 
decided until the last two men had 
finished bowling. Leonard Burkholz 
of the Lape-Adler team was the star 
with 654 for the three games while H. 
C. Parkard of the Arch Preservers 
totaled 649 in the three games. 


Ford Buys Shoe Shop 


HAVERHILL, Mass.—A shoe shop 132 
years old, located in Newton, N. I!., a 
suburb of Haverhill, has been purchased 
by Henry Ford to add to his collection 


of antiques at Wayside Inn, Sudbury, 
Mass. The shop, a small, one-story 
wooden building, was bought from (s- 


car Hoyt, whose father had once oper- 
ated it, employing five men who wor ked 
fifteen hours a day. For several years 
the shop was a meeting place of the 
“Know Nothing Party” and had much 
political significance. With the sop 
Mr. Ford comes into possession of m:ny 
old tools and benches. 
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Perugia a U. S. Visitor 





Andre Perugia, Jan Telenga, international banker, 
and Georges Chapelle watching a rattlesnake broad- 
cast at a New York dinner 


New York, N. Y.—The recent arrival 
of the Aquitania brought Andre Peru- 
gia, the noted French manufacturer of 
novelties in footwear for women, and 
his secretaries. Georges Chapelle, di- 
rector of Alpina-S-A-Switzerland, pro- 
ducers of leathers, was a traveling com- 
panion of Perugia. It will be remem- 
bered that both of these celebrities were 
here last spring. The party is quar- 
tered at the “Ritz.” 

Monsier Perugia stated that the use 
of reptiles will continue through the 
coming spring and summer seasons, 
since they are an accepted fancy and 
a classic as well. He pointed out that, 
unlike many novelties, three factors 
lent their influence to further the use 
of reptilians, viz., durability, a familiar 
price and the fact that they can be used 
in the fashioning of footwear or for 
trimmings. 

Though not broadcasting all of his 
new ideas for spring, Monsieur ae 


expressed the valuable opinion that 
there will be little change in colors gen- 
erally than those accepted last year, of 
which light tones were outstanding. 

M. Perugia is to continue his impor- 
tant booterie business in Paris, and, in 
addition, is to do the designing and all 
art and style directing for a new French 
company just launched to serve the 
shoe trade in various countries. The 
new organization is named Enzel Com- 
pany Limited, and its address in Paris 
is Rue Haxo, where it has a factory and 
showroom. Another factory is operated 
by the company at Marseilles, and the 
outputs of both are under the super- 
vision of M. Perugia. In America the 
interests of the company will be looked 
after by Jan Telenga, and an office and 
showroom will open in New York, 
with L. M. Cooper, late of R. H. Macy 
& Co., as manager. M. Georges Cha- 
pelle is also a director of the new com- 
pany. 








U. S. Leather Company 


Moves to Uptown “Swamp” 


New YorK, N. Y.—The downtown 
swamp district in New York is being 
threatened as the center of the leather 
industry on Manhattan Island. Many 
concerns are moving to the central sec- 
tion of the city on lower Park Avenue— 
an area midway between New York’s 
terminals, Grand Central and Pennsyl- 
vania. 

The most important recent move is 
that of the United States Leather Co., 
which has just transferred its headquar- 
ters from Battery Place to 2 Park Ave- 
nue, a new building that is now being 
opened. Bayer Bros. have also taken 
space in this building for new offices. 

Directly across the street at 1 Park 
Avenue several other tanners have al- 
ready opened offices. Included in this 
list are the Barnet Leather Co., A. C. 
Lawrence Co., Ashland Leather Co., 
Griess-Pfleger Co., and Meyers Glove 
Co. Since August this building also 
has been headquarters for American 
Leather Producers, Inc. 

The new offices of the United States 
Leather Co. have been planned by 
Roland Zinn, comptroller of the com- 
pany, and in the opinion of those vis- 
itors who already have seen them are 
outstanding in excellence of layout and 
appointment. A board room that can 
accommodate 60 persons is panelled in 
oak and furnished with American wal- 
nut, all chairs being upholstered in 
leather. Although this room is the show 





place of the entire e twenty- fifth Que of 
20,000 square feet which is occupied by 
the company, the executive offices are 
similar in furnishing and general color 
scheme throughout with leather up- 
holstery generously in evidence. 





Lynn Is Making Colorful 
Shoes for Spring Openings 


LYNN, Mass.—Shops are busy here 
on shoes for early Spring and Easter. 
A few more orders for Easter could be 
handled in some shops. It looks as if 
prices were close to their peak and as 
if business would soon settle down to 
a new and higher level of prices. It 
also looks as if the run on blacks were 
giving way to a run on colors. The 
opinion is strong that the January run 
on blacks, 50 per cent of the shoes in 
some shops being of patent leather, 
was due to a demand for shoes for 
immediate sale while the snow is on 
the ground. Spring openings always 
are colorful. 

An interesting idea in shoemaking, 
found in the factory of the Burdett 
Shoe Co., is that of making shoes with 
linings as smooth as a silk stocking 
on a foot. There isn’t a wrinkle, a 
pocket nor other flaw in them. They 
go on to the foot like a glove, and the 
fitting clerk never has to explain a 
wrinkle away, nor apologize for a 
rough spot that wore a hole in a thin 
stocking. Just now the factory is run- 
ning chiefly on the uew “Zebra” san- 
dal, and to full capacity. 


6 8 ee 


WHERE TO BUY 


Shoe Price Ticket Holders 


6 6 8 ee OP 








POLLY CLIP 


For Shoe Price Tickets 
TILTS AT ANY ANGLE 


Half 


5. 
= $2.75. Gueck * with b trial order. 
fund if ae 


M. D. OLLINGER co 
416 Victoria | Bide Sst. Louis, Mo. 














WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bi02 Bik. Kid Hand Tare 
a... Tee 







SCHWARTZ & ep DER, 
Specialists in Balle 
241 No. lith St., Philadelphia: Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 
Women's, $ 
Misses’, $1.30; 
Children’s, Sa. 25 
Send for Mail orders prompt- 
Samples ly attended to 
OTH & ROSENBERG SHOE CO. 

ss 124 N. 3rd St., Philadelphia 



















BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 

No. 600 Black Kid. 4 4 3.08 1.35 
No. 604 White Kid. 70 1.65 
Coast Prices Blightiy’ Higher 


BROOKS SHOE 





MFG. CO. 
Philadelphia— 

1725 No. 6th St. IN 
Los Angeles—1162 So. Hill St. STOCK 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ 81.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC, 
147 Duane St., 
New York, N. Y. 














Sustal 
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WHERE TO BUY 
Standard Shoe Materials 


66 A Oe 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Bosten, Mass. 


est Virginia 


Fibre Board 


Makes a satisfactory, 
long-wearing, economical counter. 
Pulp Product Department 
WestVirginiaPulp& Paper Company 

‘troit New York Chica, 




















Colored 
Chrome 
Sides 


Beggs & Cobb, 
Boston, Mass. 





Inc. 
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WHERE TO BUY 
Slipper Supplies 


i i di i ideal 


© @ © 


pompems 43 AND ROSETTES 
The right merchandise at the right price. 





ae sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 


Nisley Co. to Open Four 
New Stores in March 


CoLUMBUS, OHIO (UTPS)—The Nis- 
ley Shoe Company, operating a chain of 
retail stores in the Middle West and 
South, announces that four additional 
stores will be opened some time in 
March. The location of each of the 
stores has been obtained and the work 
of remodeling and arranging the store 
rooms is being pushed. With the open- 
ing of the four stores the chain will 
have 36 stores. 








One of the stores will be located at 
1219 Groswold Street, Detroit, where a 

















693 Broadway New York City 


WHERE TO BUY 
Children’s Shoes 


“ELAM’’ 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bidg., Room 532 


WHERE TO BUY 


Store Fixtures 


























GOOD WINDOW 
FIXTURES 


GOODWIN & CO 
Cc PRSTER MIASS 


large storeroom has been leased. An- 
other will be located at 44 Pennsylvania 
Avenue, Indianapolis; another at 1012 
State Street, Erie, Pa., and the fourth 
at 802 Market Street, Chattanooga, 
Tenn. The managers of the four new 
stores will be announced within a short 
time, according to Raleigh Lee, manager 
of the company. 


Frank Werner Co. Grows 


SAN FRANCISCO, CAL.—One of the 
outstanding concerns on the Pacific 
Coast having shown increases in sales 
and net gain year after year now be- 
comes a million dollar corporation. 

In 1910, Frank Werner, well known 
shoe man, established business in San 
Francisco, and on Jan. 1, 1924, turned 
his business into a corporation. Owing 
to the rapid growth of the business 
since that time it has been found neces- 
sary to increase its authorized capital 
stock from $300,000 to $1,000,000. 

This fact was announced by Frank 
Werner, president of the Frank Werner 
Company, at the annual meeting of the 
stockholders on Jan. 17, 1928. In his 
annual report to the stockholders Frank 
Werner said: 

“For the fourth successive time since 
our incorporation, it is my pleasure to 
report the most successful year in our 
history, both in sales and in net profits. 
Your directors have again declared a 
dividend of 7 per cent on both preferred 
and common stock and an additional 
dividend of 3 per cent on both classes of 
stock. After the payment of dividends 
a very substantial sum will be carried 
to surplus.” 


A. E. Grant Dead 


BROCKTON, Mass.—Arthur E. Grant, 
51, of Hanson, one of the best known 
shoe executives in the Old Colony dis- 
trict, died at the Brockton Hospital 
Jan. 31. For several years he has 
served as a leather buyer for the John- 
son-Warner Co., dealing in shoe man- 
ufacturers’ supplies, in this city. He 
was a native of Natick, and is survived 
by his wife, a daughter, Evelyn, and 
two sisters who live in Boston. 





Tom Moore Dead 


New York, N. Y.—Tom Moore, who 
for the past two years traveled Penn- 
sylvania for the Best-Ever Slipper 
Co., Inc., of Brooklyn, N. Y., died Sun- 
day, February 5, at his home in Syra- 
cuse, 

Mr. Moore had been sick for several 
months and just recently underwent an 














operation. 


| 
| 



















Tell the Public 


To present authoritatively definite 
information on hide and leather cop. 
ditions, Thomas F. Anderson, secre. 
tary of the New England Shoe and 
Leather Association, issues the follow. 
ing bulletin, 

In view of the general interest jy 
the price situation, the following av- 
thoritative- data sets forth the actua] 
advances that have taken place in hide 
and skin prices during the past twely 
months, and which range from 67 per 
cent to 100 per cent: 


APPROXIMATE PRICES AN)) 


ADVANCES 
1927 1928 
Feb.1 Feb.1 Adv:ince 

Frigorifico 

steers ..... 18%c. 29%c. 63 
Native steers— 

heavies ....14c. 26%e 89 
Butts steers..14c. 26ce. 86% 
Texas steers..14c. 26c. 86 
Colorado 

ee 138c. 25lee 96 
Branded 

errr 12%e. 24c. 9 
Light native 

ae 13¢e. 24c. 87 
Packer native 

eee 18c. 30c. 67 
Packer calf..1744c. 34c. 94 
Best country 

extremes ..13%c. 265c. 85 
Best country 

ae lle 22¢c 100 


In connection with the above tabu- 
lation, the authority compiling it 
makes the following observations: 

“Anyone who is trying to size up the 
hide, leather and shoe situation for the 
next few months, and perhaps for the 
next two or three years, should take 
into consideration the following: 

“Government estimate of cattle Jan. 
1, 1928, of 55,696,000 is 1,176,000 
than a year ago and 3,500,000 
than two years ago. 

“Receipts of cattle at principal 
slaughtering points continue to fall off 
and will probably not increase again 
until supplies of cattle in the country 
are materially greater, which may be 
a matter of several years. 

“Cattle receipts constantly dimin- 
ished from 1910 to 1915, and the price 
of hides went up by waves. The in- 
spected kill, however, does not tell the 
whole story, as, no doubt, the unin- 
spected kill falls off relatively faster 
than the inspected kill. 

“Hundreds of towns which formerly 
had slaughter houses now buy pack 
meat. And the farmer kill amounts t 
very little nowadays. 

“Hide and leather supplies in | 
rope are low. In England, stocks 
box calf and sides, of willow calf, pat- 
ent leather and sole leather held by 
tanners and merchants are now v 
small, 

“The large production of shoes « 
moderate styles in this country, in 
1927, may serve as an antidote to the 
diminishing raw-stocks of the world: 
but, unless the buying power of thi 
public the world over diminishes, thi 
antidote will only be temporary.” 
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Armstrongs Cork 
Box Toes and 
Counters 


for STYLE and COMFOk 
FLEXIBLE ~ GOOD-LOOKING ~ NO BREAKING~ 


He thought all new | 


shoes 
HAD TO HURT > 


mw 
cas 














- URT? Why up to a few years 

ago I never had a pair of 
new shoes that didn’t spoil my dis 
position for a month. But I put up 
with it. I thought it had to be that 
way. 

“One day a friend saw me limping 
around with a new pair of shoes on. 
‘Why don’t you try Blank’s Shoe 
Store?’ he said, sympathizing with me. 
‘I’ve never had to break in a single 
pair of their shoes.’ 


“T thought it over. . Why not 
try that store next time? Their shoes 
can’t be any worse than the others. So 
I did try them. What I learned that 
day I wouldn’t part with for a thou- 
sand dollars. Blank’s clerk showed me 
why the ordinary kind of shoes hurt 
my feet. And then he sold me shoes 
with flexible cork box toes and count- 
ers. . . . good-looking, expensive-ap- 
pearing shoes yet reasonably priced. 
I’ve never worn any other kind since. 
Believe me, my feet get the breaks 
now.” 

Armstrong’s Cork Box Toes are 


_~~Uwtil he bought 
his first pair 
made this modern way 


now built-in by more than two hundred 
shoe manufacturers. Many of thens 
use Armstrong’s Cork Counters, too 
\ll these firms gain business by selling 
comfort. You can do the same. You 
can bring back even “hard-to-please” 
customers time and time again. You 
can gain a reputation for selling com 
fortable shoes, yet good-looking, long 
wearing shoes, whether the latest 
brogue or the most conservatively cut 
black calf. Simply specify Arm 
strong’s Cork Box Toes and Counters 
in the shoes you buy. 

Do you know whether: your manu 
facturer is now using these new com 
fort features? Why not write us today 
for a list of those manufacturers who 
build Armstrong’s Cork Box Toes and 
Cork Counters into their shoes? 

B-90 


ARMSTRONG CORK COMPANY 
Specialties Division Lancaster, Pa. 
Branch Offices: 


Boston, Mass.. ..-197 South B8t. 
Milwaukee, Wis. -911 Majestic Bldg. 
Cincinnati, O.. .--1017 Broad 


way 
. is ...+-204 8. Third St. 
Canadian Offices: 
Toronto . ; ‘ .««-ll Brant 8t. 
Montreal : Parr fF fF 


St. Louis, Mo 
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VULCO- UNE 
BOX TOES 
ARE WATERPROO! 


‘ | | 
Rainy ANG SNOWY W eather are tne 


enemies Of style 1n Tootwear. 


Because Vulco-Unit Box Toes are 
waterproof, they will not soften or 
become shapeless, anid are a certain 
guarantee ol continued character alate 
ad (ceilaneatene Refcmuatcelerunteltlanantcmiiicnes 


oe 
the Shoe. 








3ECKWITH MEG. 


Py 
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(individua 
accurate 
fitting 


of supports to stop the 
falling of the arch 


People with weak foot arches are 
rarely satisfied with their shoes. 
They keep changing from store to 
store seeking shoes that will be 
more comfortable. 


To hold the trade of these people 
(and they are the majority) it is 
necessary for the shoe merchant to 
combat this discomfort and that 
leads us to arch supports. 


But to bring positive relief an arch 
support must accurately fit the in- 
dividual foot (and where are two 


A nominal investment provides a 
sufficient stock of supports and an 
Arch Fitter for their adjustment. 
Write us for complete data on 
Practical foot correction. 


BOOT AND SHOE RECORDER 


as improvement is noted to 
ease the arch back gradually 
to its normal position 





just alike?) Try to do this with a 
built-in support or with any non- 
adjustable appliance! And when 
you've done it you’ve just made the 
first step toward correction. You've 
arrested the falling and nothing 
more. There’s still another side to 
foot correction. The arch must be 
gradually placed back in its normal 
position—eased there a little at a 
time. Until that is done, said arch 
won't stop making trouble. The one 
positive method of doing this—the 
way by which your salespeople can 


Dr Scholls 


With this Arch Fitter Dr. Scholl’s 
Corrective Foot Appliances may 
be adjusted ina moment for an exact 
fit or to increase the elevation as the 
condition of the foot improves. 
Repeating this service over a course 
of several weeks firmly cements the 
customer to the store. 


quickly learn to do it, and 
do it right—is the Dr. Scholl 


method. 


A Dr. Scholl representative 
will call and tell you about it, 
in response to a post card. 


THE SCHOLL MBG. Co. 
Inc. 
Largest Makers of Foot Appliances 
in the World 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 
112 Adelaide St., East, Toronto 
1-4 Giltspur St., London, E. C. 
Branches in the leading cities of the world 


The 100,000,000 circulation of 
Dr. Scholl’s national advertising 
includes most people in your town. 
We are the world’s largest adver- 
tisers in the shoe trade. 


Corrective Foot Appliances 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


7c per word. Minimum Charge $1.25 


When advertisers desire answers to come in our care 


4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 


vertisers desire replies forwarded direct to their address 


4c per word. Minimum Charge 75c. each word of their address must be counted in the ed- 


vertisement and paid for accordingly. 
Payment in advance is required, except when regular 





Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED 








SALESMEN WANTED SALESMEN WANTED 

























ly confidential. ) 


WANTED— We are increasing our sales force and 


have several opportunities to offer 


inted with deal ho sell 
SALESMEN no bp renga be poem be a side 


line in some territories. Write full 


for live side line of boys’ popular priced Calf skin and Kips. IN STOCK. oo 

Young men’s advanced styles in boys’ shoes that appeal and repeat. One case Cetaile tm first leer. 
14 samples. 6% on sales and mail orders. Exclusive sale to men with estab- 
lished trade traveling by auto in following territories: (Correspondence strict- 





Goodwill Shoes’. 














New York Ci , 7 . a 

Cinta dasttandRetawace ye tog For Hard Service and LongWear" 

Kentucky Missouri H t ad 

Fm ew —— one Fon®, Daeta 

Mississippi olorado-Utah-Wyoming 

Address D-320, care Boot and Shoe Recorder PRODUCTIVE men wanted—others do 

: ° apply. Eastern manufacturer desires 

189 West Madison St., Chicago, Til. with established trade to carry as a main | 


on side, none conflicting. Snappy nov 
McKays shoes retailing at $5.00 and $% 










Liberal commission terms. State reference 
territory desired. Address D-326, care | 
and Shoe Recorder, 207 South St., Bost 












The Nu-Style Manufacturing Co., 


long—age and references in first letter. 


Mass. 





SOMETHING NEW AND HOT ANTED: A salesman experienced in selling 


a high grade line of Men’s fine shoes, t 


Salesmen to carry as sideline The Morton ‘‘Step-out” boudoir-beach sandals. cover Minnesota and North and South Dakot 
10% proposition. We want men of high standing in their territories. State ter- where we have an established trade. Our 
ritory you are now covering, how long—what line of shoes you carry and how resentative who has been covering this territ 


leaves the territory in good condition. We 


3839 South Madison, Norwood, Ohio 3%4 per cent commission and traveling exper 


allowing $5.00 a day for the use of your « 









When answering, give experience, age, acqi 
tance with the trade, and lines carried 
viously. Nunn, Bush & Weldon Shoe C 














WANTED 


Three salesmen to carry side line of 
medium priced misses’ and children's 
McKays; one for Middle West, one for 
Southern trade and one for the Coast. 
Snappy line for jobbing trade. Address 

» Boot and Shoe Recorder, 
207 South St., Boston, Mass. 






































WANTED—SALESMEN 
With established trade to represent our 
line of MEN’S AND BOYS’ MEDIUM 
PRICED DRESS WELTS, either exclu- 
sively or as a side-line. In-stock, com- 
mission proposition. Some very good 
territories open. Give references. Ap- 
plications treated confidentially. Ad- 
dress D-317, care Boot and Shoe 
~ order, 207 South St., Boston, 

ass. 











SALESMEN WANTED:—Experienced _ sales- 
men with established territories to carry our 
manufactured line of ‘“‘Masterfelt” Leather and 
Felt slippers on straight commission, no objec- 
tion to non-conflicting lines, one or two grip 
line. Give full references in first letter. Terri- 
tories open: Michigan, Texas, Missouri, Wash- 
ington, Oregon, Montana, Illinois, Oklahoma. 
Freeman-Thom Shoe Company, 260 East 
Fifth Street, St. Paul, Minnesota. 











ee o 
INFANTS’ FAST REPEATING ———— 
FLEXIBLE FIRST STEP TURNS ANTED:—Salesman with experience cart 
All in stock—28 numbers. Straight ing line to jobbers to carry as a side li: 
7% commission. Samples ready. Middle A-1 First Steps. Séneca Shoe Company, 
West, North West, Mountain States, New Allen St., Rochester, N. Y. 
England, Pennsylvania, Ohio and New 
Jersey open. If you cannot give main Goop experienced salesmen for New Englar 
line for reference, do not apply. New York State and New Jersey t 
SCHUYLKILL SHOE CO. tories to sell our quick moving line of « 
Orwigsburg, Pa. dren’s shoes. J. Pomerantz, 118 W. Broadway, 
New York, N. Y. 
ANTED: — High grade salesmen to s«! 
SALESMEN WANTED women’s novelty, beach, sport and bou 
Live wire salesmen with established sandals. Patented arch supporting feat 
trade to cover Alabama, Missouri, 6 to 10 samples. The best women’s nov 
Indiana, Ohio and Kentucky. We have ever produced. Only those calling on the |! 
a fast selling line of novelty shoes in trade need answer. All correspondence c 
stock to retail at $4.00, $5.00 and $6.00. dential. Must have references which you 
Wonderful opportunity—strictly commis- willing to have written to in the first lett 
sion basis. Address D-323, care We will pay a very liberal commission to 
Boot and Shoe Recorder, 1627 right men. C. E. Meade, Rochester, New Y 


Locust St., St. Louis, Mo. 





ANTED:—Salesman to cover Middle W 
to handle a line of Ladies’ Turn shoes 





IFTY SALESMEN WANTED AT ONCE. retail from $6.00 to $8.00. Must have ¢ 

Any salesman handling women’s and misses’ following and producer. Address D-324, 
shoes to retail trade can sell quantities of our Boot and Shoe Recorder, 207 South St., B 
exclusive NEW detachable patented buckles for ton, ‘Mass. 
OXFORDS as well as PUMPS. Carry two or - 
three in your pocket and earn extra dollars WANTED: Salesman for Indiana and K 
every day. 15 per cent commission basis. tucky. Prefer young man. with car, liv 
Write for particulars. Address D-316, care on territorv. Experience not essential if 
Boot and Shoe Recorder, 207 South St., Boston, recommended. P. W. MINOR & SON, IN( 
Mass. Batavia, N. Y. 
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SALESMEN WANTED 
ESIDENT salesmen wanted to sell side line 
of medium priced Fat Ankle Welts, C— 
EEE, to retail trade. Stock department. Num- 
ber of territories open. Give full experience. 
D-327, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











\RE OPPORTUNITY — We are changing 
R* presentatives in the following states in 


which we have established trade: lowa, Kansas, 
Missouri, New York, and Kentucky. Want 
men to carry our line of In-Stock leather house 
slippers as side line. Must live on territory 


and ver same close by auto. Give full par- 


ticulars in first letter. No drawing account. 
Weekly settlements against orders received, 
Twenty men now successfully selling line. 
Easicst selling commodity in shoe game today. 
Maid Rite Corp., (Manufacturers), 35 York 


Strect, Brooklyn, New York. 








\NTED: Experienced salesman to sell on 
W: ; , . oe eS 
mmission, complete line of Misses’, Chil- 


dret and Growing Girls’ regular and sport 
welt May be carried as side line. Give 
references when applying. Address D-321, care 


Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. 





WANTED TO PURCHASE 


_ WANTED 
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considered. 


and date of patent or when applied for. 





Plase submit COMPLETE information, including specifications, drawings, 


NEW PRODUCTS WANTED 
Several of the largest manufacturers in the leather industry seek new products to 
We, as consulting and industrial engineers, have been retained to secure products for their consideration. 
Only products in the LE¢ THER field that are patented or for which patent has been applied will be 


All data will be returned promptly if the product is not adaptable to our clients 
Address D-318, 
care Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 


manufacture. 


estimated cost of manufacture 


requirements 





WANTED TO BUY—Going shoe business; 

must be well located and bear close investi- 
ation. Prefer to deal with party retiring 
rom long established business. M. C. Good- 
rich, 122 Mark St., Pontiac, Michigan. 








POSITION WANTED 


OSITION WANTED —Children’s Welt 

Manufacturing. Both Factory and Road ex- 
perience. Best of references. Address D-313, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











ANTED—Experienced salesman, to carry 
W as side line, medium grade Children’s and 
Misses’ genuine Goodyear Welts. State ex 
ence and territory in first letter. Address 
D-301, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





HREE district salesmen to carry 10 samples 
T of the fastest selling line of instock women’s 
welt novelty arch shoes, + for $5. Com- 
missions paid Ist and 15th o every month. 
Reply with references to ARCH-KARE SHOE 
CO., 178 Lincoln St., Boston, Mass. 





ALESMAN for Kansas and Missouri. Com- 
S mission basis. Welts, McKays, Stitchdowns, 
Leggings. Only interested in salesman residing 
in territory. No objection to carry non-conflict- 
ing line. Hagerstown Shoe & Legging Co., 
Hagerstown, Md. 


LINE WANTED 


WANTED:—A line—medium and low priced 
ladies’ pumps and oxfords for Western 
New England and Eastern New York State. 
Will sell on commission. Address D-319, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














FOR SALE 





OR SALE. Shoe Store established twenty- 

five years. Good clean stock. Invoice $7000. 
Will sacrifice for quick sale. Death of owner 
reason for selling. Mrs. Robert Siekmann, 
Beardstown, Illinois. 





R SALE:—A very prosperous retail shoe 

store for sale in Arizona. Good location— 
long lease—splendid appearance. Will not sell 
at a discount, actual inventory cost, cash only. 
Address D-281, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





E,UROPEAN BUSINESS FOR SALE—An 
old established American Shoe Company 
having headquarters and a large retail store 
in Berlin with salesmen selling American shoes 
exclusively in Continental Europe under a well 
known and popular trademark is for sale 
as owners are retiring from active business. 
Former sales were nearly one million dollars 
annually. Present sales approaching two hun- 
dred thousand dollars can readily multiply two 
to four times with proper American manage- 
ment. Address D-304, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ESTERN JOBBER in Shoe Novelties de- 

sires line of Slippers and_ Women’s medium, 
priced Shoes, Will be East February for inter- 
view. Address D-314, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





[* you are looking for a successful live young 
man with proven ability to sell factory line 
of women’s novelty McKays retailing $4.00 to 
$5.00 to jobbers, chain and department stores, 
in Middle and Central West. Please write 
D-315, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





INE WANTED:—Available young man with 
established trade in Texas, with case lot 
buyers of women’s novelty shoes retailing from 
$4.00 to $6.00. Must have snappy patterns and 
right price. Commission basis. Address D-329, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


EXPERIENCED Shoe Salesman selling the 
large retail and wholesale trade in all the 
big cities east of St. Louis would like line of 
elts, Turns or McKays. Best of 
reference. Address D-307, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








OR SALE—Popular Priced Shoe Store. 

Established 15 years ago. Located on best 
business street in Utica, N. Y. New front and 
extensive remodeling done one year ago. Long 
term lease. Owner retiring from business. 
Wonderful opportunity for the right man. Write 
S. Berman, 326 Columbia St., Utica, New York. 





For SALE—$7,000 Shoe Stock. Lease can 
be had—no brokers. Address William B. 
Keely, Boyertown, Pa. 








FOR LEASE 








SHOES, HOSIERY 
UNDERWEAR DEPTS. 


To lease; best corner location, Trenton, New 
Jersey. Woolworth, Kresge and other large 
chains same side and block; main floor 
space, fully fixtured, also bargain basement, 
in a fast growing dept. store; mew modern 
front; must be volume operators; percentage 
basis, with minimum guarantee. Address 
D-328 Care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 
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HELP WANTED 








WANTED—Experienced shoe man capable of 

buying and selling, take full charge of 
exclusive shoe store. Must buy one-third in- 
terest ($3500.). Address D-325, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


MISCELLANEOUS 


TURN your surplus stock into cash in ten 

days. Over two hundred personally con- 
ducted sales. Write giving sizes and kind. 
References, Wholesalers and Retailers. R. A. 
Wilson, Sr., Greenwich, New York. 











MERCHANT NEEDS 








Good Grade Round 
Advertising Pencils 
Round Nickel Tipped 


a 


Sample en 


Asserted 250 500 1,000 
Colors $10.00 $17.50 $30.00 Request 


 . 


W. E. FOLLIS 
Advertising Service 
159 N. State St., Chicago 














CASH 


for entire shoe stocks or 


PAID 


shoes or other merchandise. Any quantity. 


Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 14438 








HIGHEST CASH 
for entire shoe stocks. 


PRICES PAID 


We also buy 
surplus or slow sellers. Quantities no oblest. 
Retail or wholesale. Short term leases taken 


off your lunds. 
spondence confidential. 


Wire or phone us. 


Corre 
Established 1890. 


MAX GLAUBERG 


436 Grand Street, 


New York City 


We also purchase clothing, hats, 


goods, etc. 


Dry Dock O86! 











Sell Us Your Left Over 


New York Export Purcnasine Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








MERCHANT NEEDS 











PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 














SAMPLES GLADLY FURNISHED 






Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 





ESTABLISHED 


LABEL 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


te} 27) LEXINCTON AVE , BRODKLYM, oy 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MPCs 
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MERCHANT NEEDS 





MERCHANT NEEDS 








THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 
The original and foundation size 
-stiek on which all shoes were first 
measured and lasted. 
MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 

RETAIL SHOE 

STORES USE 

No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Ill. 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Of.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on inside 
of shoes. 

“Manchester” 
Trade Mark Res. vu. 6 

Pat. Of. 


eurved jaw 
ables you to cut the 
tacks close to the in- 


sole. aa 
Be sure and 
Genuine 

“MANCHES Y 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 


\ supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. SPW. wea. 


AY NV 


Hide & dH ONY 
waHou li HM 





$1.45 Each 


According to Size 


American Walnut Finish 


whitey 


$14.00 & Up 


For Complete Groups 


THE OSCAR ONKEN Co. 
611 West 4th St. 
CincINNATI, OHIO 

















The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 











MERCHANT NEEDS 








- [akin 
RE 
4 





EL: 





























°o E OCEAN 


N TH 
Breakers 
ATLANTIC CITY N.J. 

Styles may come and styles may go—will your 

good health so forever? Guard it by a rest 


in Atlantic y at The Breakers. 


Joel Hillman Julian A. Hillman 
Presi Vice-President 


FRONT 


aStC 


ATLANTIC CiTv 


Fer An Unusual Winter Outing 
As interesti Boardwalk whereon P .. 


Cutsine par excellence. 
Hostess Golf Dancing _ 











Information for Shoe Merchants 


The advertising pages of the Boot and Sho 
Recorder constitute an almost inexhaustible sourc« 
of information as to where and what to buy 
They are worthy of your closest attention, 
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IK 
Greeley Boudoirs 
Speedy Sellers 


They are made in a manner to at- 

tract trade and hold it. I have put 

the best of shoemaking into them. 

Your trade will get satisfaction out 
of them. Notwithstanding my 
high quality I have a volume 
production which permits a 
price that’s right. Leather or 
rubber heels. Black kid, 
rubber heels only. 


Are your 


“Best-Evers” 
Sized-Up? 


Get the full benefit of 
your DISPLAYS 
by having your 
, sizes complete 
—always! 


IN 
STOCK 


36 Pair Cases Deliveries At Once 


A. W. GREELEY 


12 Duncan Street - Haverhill, Mass. 
TID 
xs é' oN co. 


S D.MASS§ 
ws pe ie 


30 Lines — Men's 
Slippers. Always in 
Price Range $2.25 to 
No. 447 — Tan Kid 


















































BEST-LVER 
SLIPPERUC. IN 
75 FRONT ST, BROOKLYN N Y 


Nev lork Olce hoom 643 = 


House 
stock. 
$4.25. 





MERCHANT NEEDS __ 


MERCHANT NEEDS. 


MERCHANT NEEDS _ 








Milbradt 
Ladders 


Made for 40 yeare 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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——WIN 
DISPLAY FIXTURES 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS « =) 
SEND FOR CATALOG | — 


EVERY 
KNOWN TYPE 


TE 
pitt 





DISPLAY FIXTURE 
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CATALOG B-5i 
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many are “heir to.” The This service, however, has been ren- 





Wyman’s Open Exclusive 


Orthopedic Shoe Dept. 


BALTIMORE, Mp. (UTPS)—An exclu- 
sive orthopedic department has been 
opened on the mezzanine floor by 
Wyman’s, 19 West Lexington Street, 
one of Baltimore’s largest and leading 
exclusive shoe shops. In this depart- 
ment will be featured corrective lasts 
for the minor and major elements which 


persons 
department will be in charge of Francis 
Anger, a practical orthopedician with 
many years’ experience. Consultation 
and advice will be granted at all times 
and the last most suitable for the ail- 
ment will be suggested, as only an ex- 
perienced orthopedician can suggest 
and recommend. 

Wyman’s has been affording its large 
and interesting clientéle an orthopedic 
service for many years—in fact, almost 
from the very inception of the business. 


dered in the shoe departments proper. 
The large and ever growing number of 
customers who seek and require the 
work of an orthopedician prompted the 
management to open an exclusive or- 
thopedic department, segregated from 
the regular shoe department, where this 
service can be more intelligently and 
efficiently rendered. The mezzanine 
floor, overlooking the large women’s 
shoe department, has been attractively 
fitted up for this service. 
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The Boot and Shoe Recorder | 4 buying guide to 


BOOTS AND SHOES 


* 
Serves in . 
: Beacon Falls Rubber Shoe Co., Beacon 






































































| ge More Shoes Sold Right; not only “more” but “right”; sold Py Ts bs ovdeicdcccuasecuseeens ce 34-35 
for the right purpose, to the right wearer, in the right fitting, for the Best-Ever Slipper Co., Inc., Brooklyn, 

right price, at the ene profit. This is the great problem of the retail Re ORFS, EE ee 76, 85 
shoe merchants. The chief purpose of THE Boot anp SHoE REcoRDER Bliss & Perry Co., Newburyport, Mass.... 8 
is to help solve it; ie this is the basic problem upon which depends Slee Ghee Ge. Mow Dick Cliv......... a 
the progress of the entire allied industries relating to shoes and leather, eitiids Seles Ties eth thes Gn, v 


their production and distribution 


Brooks Shoe Mfg. Co., Philadelphia, Pa... 77 
o 
In this Issue— Capezio, New York City................. 70 
Cpe, Edwin, & Sons, Inc., E. Weymouth, 
A P _s« MTCC TTe PTT TTT LTT T TTT TTT Tee 7 
WHOLE WORLD IN SAME LEATHER The Leather Situation ........ 41 ’ 
ekg a 50. ccbcd Siuves 4g ato lsoe Clem Senet, Ghee Ga, Bestes......... sag 
Soviet Russia Buying Heavy Colella & Leighton, Lynn, Mass......... 7 
Leather; English Prices Rising Colt-Cromwell Co., New York City....... 72 
Is CHAIN STorE AGAINST INTEREST By T. K. Kelley and Godfrey M. eee 
ns atin she nenwe SE dace as xeewade «a 42 ‘ nee 
A Joint Debate on a Highly To. Conrad Shoe Co., Brockton, Mass..... 3; 
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SHOE RECORDER 


Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 
































ERCHANT 
right out of the field on what 
merchants think will sell this spring. 
Real, honest-to-cash register dope on 
patterns, When a 
merchant backs his opinion by his 


opinion —ideas 


colors and styles. 


own quotation, publicly expressed, it 
rings the bell. 


HAT Every Well Dressed Man 
should 


will be 


wear for springtime 


presented in next week’s 
issue in such a way that a merchant 
‘an find a practical use for the chart 
in presentation to his public. Here 
is something that shows the use of 
a shoe for the right time and pur- 
pose, and with double emphasis on 
the advisability of 
more pairs 


buying two or 
at the one sitting. 
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PRsPESPEs*Es*Es*as* esas as as Mal Malas te Pal Val Val Vol Vel Vel Va Ba” BaP haP bs? RsPRg*Es*Es*Esras*ad™ 


NOT A SUBSTITUTE 


A= RETAILER recently exhibited in his 
windows samples of the various materials 
used in his shoes. Among these were Economy 
Insoles with a sign “All Leather Insoles.” ECOn- 
OMY REINFORCED INSOLES are leather in- 
soles reinforced with canvas, thus insuring 
the retention of the original shape of 
the shoe. This was one of his talk- 
ing points. Is it one of yours? 


O50. 2 


of a Series 
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ECONOMY 


INSOLE CHANNELING 
MACHINE — MODEL B 
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HE Economy Insole Chan- 
an Machine—Model B, 
varies only slightly from other stand- XO Oy bs 
ard channeling machines, its basic AKO) Boks 


principles being the same. Two lips are cut 
in the insole, which form a solid rib to sew to. 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
- Auburn, Maine .............. 87 Main fetneen Ch, 84. ¥ Oe esedee ++ 376 Main Picindciekie Be. 33i Neath tee 
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